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to get your share of 


MOTOR TRUCK > 
FINANCING! . 


It’s new ... it’s different .. . and it has a lot to do with you. 
It’s the new “S-line” of International trucks at your nearby IH dealer. 
Visit him and see how their new style, comfort and power 
mean new sales by the score. Let him explain how you fit 
in the picture with a bigger-than-ever share of the financing. 
Farmers, especially, will take to these new models. They know 
through experience that all IH equipment helps them increase 
their production while lowering their operating costs. In fact, many 
of the more than 2,650,000 trucks on America’s farms are IH-built. 
Of course, there are many other prime prospects for IH trucks in your 
area: building contractors, grocers, florists, cleaners, dairies, bakeries, 
manufacturers and large fleet operators. 
Decide now to get your share of motor truck financing. Get the facts 
first-hand from your IH dealer. 


a 
INTERNATIONAL IAM HARVESTER 











Financial leaders repeatedly emphasize how 
much major businesses depend on prompt, 
exact credit information. Outspoken satis- 
faction from those who rely on it is the best 
possible endorsement for our credit investi- 
gation service. 


Every practical source is probed, using our 
own highly-developed techniques. Our inves- 
tigators are skilled in method, schooled in 
tact. They have direct channels to both 





Calls facts valuable resource 


usual and out of the ordinary agencies and 
individuals in every part of the world. Their 
work is closely supervised by seasoned credit 
officers who select, analyze and evaluate the 
information furnished you. 


Why not let Bankers Trust do a fast, efficient, 
personalized job on your next credit inquiry. 
It’s one of the most valuable correspondent 
services available to banks throughout the 
country. 


BANKERS TRUST COMPANY &7§)\ #2" 


Deposit 


: Insurance 
16 WALL STREET, NEW YORK 15, N.Y. Corporation 





Fuom Where We Sat... . 


Booms Make Busts 


In the October issue of The In- 
dustrial Banker will appear a 
special section devoted to a sym- 
posium answering the question, 
“Are We Headed for a Bust?” It 
was projected by Jim Dilley as a 
column, but we are informed that 
the response was so great that it 
will take a special section to handle 
it. BANKERS MONTHLY will be repre- 
sented. 

And how do we feel about it? 
We told Mr. Dilley that we had 
attempted in our February editorial 
to do a little job of formulating our 
thoughts on the subject; that we 
guessed it all boiled down “to a 
rather pat conclusion that we’re 
headed for a bust of greater or less 
proportions somewhere along the 
line.” 

The letter went on to say, how- 
ever, that improved know-how in 
the fields of money and debt man- 
agement, lending techniques, super- 
vision, etc., along with the sustain- 
ing influence of a thoroughly sound 
and stable banking system, might 
well serve to preclude a recurrence 
of anything like the depression of 
the thirties. 

We had said in the editorial re- 
ferred to, “. . . it still seems safe 
to assume that if and when a 
speculative boom again takes hold, 
we’re going to be headed for 
trouble.” 

We ventured to observe, how- 
ever, that we could defer the ar- 
rival of a boom and bust sequence 
more or less indefinitely by simply 
refusing to have a boom, but we 
expressed some doubt that we 
would do so. “The far greater dan- 
ger,” said the editorial, “is that 
many of us will be unable to resist 
a very strong inclination to go along 
for the ride. We’re a bit too likely 
to consider that we can judge’ the 
timing of the next break with a 
fair degree of accuracy, and to 
feel that there’s no particular point 
in getting off as long as there’s a 
speculative profit to be had for the 
waiting and taking.” 

The desire for gain is pretty much 
a universal, built-in human trait, 
and we see no evidence that it has 
in any way diminished in the past 


2 





few decades. So the answer to Mr. 
Dilley’s query resolves itself into a 
question of the extent to which we 
can rely upon our money managers 
and the vastly improved manage- 
ment techniques employed through- 
out our economy, and especially 
within our banks, to keep us out of 
trouble. 


We have only admiration for the 
splendid job of shaping debt man- 
agement, monetary, and credit 
policies that has resulted from the 
co-ordination of the efforts of the 
Treasury and the Federal Reserve 
Board, so ably discussed by Pro- 
fessor Raymond Rodgers in our 
September issue. The officials 
charged with this responsibility 
have given us a convincing demon- 
stration of their ability to tighten 
and loosen the reins on an economy 


that has developed considerable mo- 
mentum. 


Those of us who recall our horse 
and buggy days know that that 
technique worked very well if we 
happened to be handling a spirited 
but not too refractory horse. But 
no one has ever managed to revive 
a horse whose spirits where flagging 
by pushing on the reins, and we 
fear that the mere availability of 
money and credit will prove just 
as ineffective in reviving the spirits 
of a languid economy. 


The 1930’s witnessed a fling at 
every inflationary gimmick that 
could possibly have been calculated 
to cheapen the dollar in terms of 
goods and services, including its 
actual devaluation in terms of gold, 
but nothing of consequence hap- 
pened. 

The various titles of the National 
Housing Act induced some lending 
activity by bolstering the confidence 
of the lender by means of govern- 
ment guarantees against loss, but 
did little or nothing toward in- 
spiring confidence in the stability of 
our economy. Credit in general, for 
those who qualified and were will- 
ing and able to use it, was plentiful 
in the extreme. 


So it would appear that the only 
really reliable safeguard against 
busts is the prevention of booms; 








and since the current situation hag 
all the earmarks of a boom, it only! 
remains for us to do everything ig 
our power to mitigate any ill effegt 
that fact may portend. That ob- 
viously calls for some measure of 
restraint, and it is to be hoped that 
we won’t have to rely too largely 
on our Washington managers to ap- 
ply it. 

It seems appropriate to mention 
in this connection an article deal- 
ing primarily with the financing of 
automobile sales which appears 
elsewhere in this magazine. The 
author, Keith G. Cone, vice presi- 
dent of the La Salle National Bank 
of Chicago, and a thoroughly sea- 
soned manager of instalment 
credits, sees in some currently pre- 
vailing practices in that field an 
utter lack of the kind of restraint 
we are talking about. 


There is much talk to the effect 
that the Administration will man- 
age one way or another to keep our 
economy rolling in high until the 
impending election is safely won; 
that it just wouldn’t do to take any 
action that would involve a risk 
of precipitating an economic re- 
versal of even slight proportions. 
Maybe so. Political considerations 
are all too often devoid of any re- 
gard for sound economics. 
























































We’re by no means persuaded, 
however, that our monetary au- 
thorities are going to desist in their 
efforts to apply just enough re- 
straint to prevent any substantial 
expansion of presently existing 
boom tendencies. Whatever their 
interest in the outcome of the com- 
ing contest, they know good and 
well that a boom-bust sequence 
would be an enormous price to pay 
for victory in any election, even if 
it could be wangled on those terms. 


































































































After all, there are other elections 
coming up, and we’ve had a fair 
sampling of what a real economic 
recession can do to the political 
party that happens to be in power 
when it strikes. 
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Business Leadership Has Vital 
Role in Shaping Public Policy 


The risks of letting national eco- 
nomic problems drift—letting them 
be tackled without bringing to bear 
the influence of considered business 
opinion—are very great to the 
business community. Under our 
free, competitive enterprise sys- 
tem businessmen deem it a right 
to be allowed wide latitude in the 
management of commercial and in- 
dustrial affairs. But this right 
is not embodied in any law; it can 
only be assured if businessmen ac- 
cept their responsibility to take the 
lead in the formulation of eco- 
nomic policies which affect the 
whole nation. This responsibility 
entails thinking beyond the com- 
pany, industry or regional point of 
view. 


The public in this country, more 
than in any other country in the 
world, expects businessmen to ac- 
cept this kind of responsibility. 
In the last analysis, whatever free- 
dom the businessman has in eco- 
nomic affairs is derived from the 
consent of a public which believes 
itself well served under a free 
economy. The confidence the public 
has in its business community is 
the best measure of the duty busi- 
ness has to provide effective leader- 
ship in the public domain.—Meyer 
Kestnbaum, chairman, Committee 
for Economic Development 
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IN COLLECTING CHECKS AND DRAFTS 


You Benefit By : 


cyt d WV Quick Conversion of Items to Cash 
ied ii ‘i 
\ Specialized Clearing @ | i 
‘+k Check Collection Processing 
Round-the-clock Check € ee . 
Special Saturday Operation y Reduced Credit Risks 
Simplified Cash Letter I reparation 
Accelerated Availability Schedule 


Transit Service 
i ¥ Early Return of Unpaid Items 


J Direct Routing Service to Branch Offices 


~ Domestic and Foreign Non-Cash Collection Service 


Vv Maximum Use of Air Transportation A Wl E 3 | or. N 
SU teh ue 
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94 BANKING OFFICES SERVING NORTHERN CALIFORNIA 


BANKING 
HEAD OFFICE: SAN FRANCISCO 


SELL er: 


Banana 
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Statement of Condition 
June 30, 1955 


RESOURCES 


Cash on Hand and in Banks $ 247,222,295.03 
U. S. Government Obligations 417,432,656.35 


State, County, and Municipal Bonds 68,322,402.65 Reserve for Unearned Discount 9,971,350.95 
Other Bonds and Securities 25,288,166.68 CPR 


Stock in Federal Reserve Bank 2,400,000.00 Reserve for Interest, Taxes, etc. 8,735,577.07 
Loans and Discounts 693,416,969.61 Other Liabilities 1,809,608.47 
Bank Premises and Equipment 12,662,145.18 
Other Real Estate 1.00 


eee Capital Stock 27,812,500.00 

Customers’ Liability under Acceptances 938,989.98 Surpl 2,187.50 
Accrued Interest Receivable and weer 32,187,300.00 
Other Assets 9,676,679.72 Undivided Profits 17,885,898.64 
Total Resources $1,477,360,306.20 


Unite 


LIABILITIES 


Deposits $1,358,009,894.33 
Acceptances Outstanding 947,976.74 


Capital Funds: 


Total Liabilities $1,477,360,306.20 


d States Government and other Securities carried at $162,298,038. 


73 are pledged to secure U. S. Government 
Deposits, other public 


funds, trust deposits, and for other purposes as required or permitted by law. 
Member Federal Deposit Insurance Corporation 
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Well Done 

The following story was released 
Jast month by Wendell B. Barnes, 
Administrator of the Small Business 
Administration: 


“As a result of the twin disasters 
brought by hurricanes Connie and 
Diane, SBA was required to open 
24 temporary disaster loan offices 
in seven states, a seemingly im- 
possible task in view of the limited 
personnel the agency had available. 


“All available personnel from its 
regular offices were moved into the 
disaster areas to open these emer- 
gency loan offices. But as the magni- 
tude of the disaster became appar- 
ent, it was obvious that more help 
would be needed. 


“Accordingly, an appeal was 
made to the American Bankers As- 
sociation for assistance. The asso- 
ciation’s response was immediate. 
Experienced bank credit men were 
quickly assigned to work side by 
side with SBA credit men in the 
emergency loan offices. To date 
SBA has had the benefit of the serv- 
ices of approximately 55 of these 
experienced bank credit men. They 
have rendered yeoman service. 


“The agency, with the help of the 
banks, has been able to assist more 
than 750 disaster victims in com- 
pleting their loan application forms, 
in which they are seeking nearly 
$19 million in disaster loan funds. 
It has been able to approve more 
than 185 individual loan applica- 
tions—and the number of approvals 
is swelling daily as SBA personnel 
and bank personnel act speedily on 
the pending applications.” 


Ninety Years Young 

“Ninety years—and only the be- 
ginning.” That’s the slogan of The 
First National Bank of Atlanta, 
which celebrated its 90th birthday 
last month. 


First National, the oldest national 
bank in the Southeast, still operates 
under the charter (number 1559) 
that the Comptroller of the Cur- 
rency issued to its parent bank, The 
Atlanta National Bank, on Septem- 
ber 14, 1865. 


Actually, however, First National 
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The Top of the Financial News 


WENDELL B. BARNES 
Appeal answered. 


is a combination of four banks, all 
started before 1890. In addition to 
Atlanta National, these were- the 
Maddox-Rucker Banking Co. (pur- 
chased in 1916), the Lowry Bank 
& Trust Co. (merged in 1924) and 
the Fourth National Bank of At- 
lanta. In 1929, the Atlanta & Lowry 
National Bank and Fourth National 
were merged to form the present 
First National. 


JAMES D. ROBINSON, JR. 
Only the beginning. 


I 


At that time, First National had 
resources of $104 million. Today, 
its resources amount to more than 
$360 million. 


Guiding The First National Bank 
of Atlanta as it embarks on its 91st 
year are Chairman James D. Robin- 
son, Jr., one of the South’s busiest 
and most effective boosters, and 
President Edward D. Smith, young 
(43) lawyer turned banker. 

Messrs. Robinson, Smith and 
other First National officers see a 
bright future for Atlanta and the 
South. Says James Robinson: 


“Their development in the next 
decade will dwarf even the great 
accomplishments of the last. In- 
dustry is streaming south to take 
advantage of newly unleashed pur- 
chasing power. Agriculture is 
marked by new machines, new 
techniques and new prosperity. And 
Atlanta is the capital of it all.” 


Brotherly Love 

Stockholders of The Pennsylvania 
Company for Banking and Trusts 
and of The First National Bank of 
Philadelphia last month OK’d a 
billion-dollar merger on a share- 
for-share basis. Subject to approval 
by the banking authorities, the con- 
solidated bank would be state char- 
tered and named The First Penn- 
sylvania Banking & Trust Co. 


Pennsylvania Company’s William 
L. Day and William F. Kelly (BANK- 
ERS MONTHLY, June) would con- 
tinue as chairman and president, 
respectively; William B. Walker, 
present president of First National, 
would hold the office of executive 
vice president. Penco’s recently re- 
tired chairman, Wm. Fulton Kurtz, 
would serve as a director and as 
chairman of the executive commit- 
tee. 


IBA Slate for 56 


George W. Davis, a partner of 
San Francisco’s Davis, Skaggs & 
Co., has been nominated for presi- 
dent of the Investment Bankers As- 
sociation of America. This is tanta- 
mount to election, though the as- 
sociation will not officially act on 
the slate until December 1 at IBA’s 
Annual Convention in Hollywood, 
Florida. 


Nominated for vice president are 
Andrew M. Baird of A. G. Becker 
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and Be Sure! - 

wl 

Ww! 

Loan OFFICERS everywhere consider a Lawrence Field Warehouse m 
Receipt as much a synonym for “security” as a Certified Check. They 

know that $1,000,000 in legal liability and fidelity bonds — in each of li 

more than 2500 Lawrence Field Warehouse locations—are back of every * 

Lawrence receipt. 

And these bank officers like the way Lawrence does business. The al 
Lawrence IBM Commodity Collateral Report, for example, is electron- 
ically compiled to keep loan officers always informed on current inven- 

tory values. It also reduces the cost of servicing loans. 
Specify-Lawrence—and be SURE! 

Y 

] 

LAWRENCE ON WAREHOUSE RECEIPTS . IS LIKE CERTIFIED ON CHECKS 1 

] 

] 

WRENCE ARERSUSE OMPAN Y , 

|AWRENCE!' | 

1 

NATIONWIDE FIELD WAREHOUSING 

37 Drumm Street, San Francisco, California 

100 N. La Salle Street, Chicago 2,111. © 79-Wall Street, New York 5, N.Y. ) 

OFFICES IN PRINCIPAL CITIES 
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& Co., Inc., Chicago; Robert H. 
Craft of American Securities Corp., 
New York; John C. Hagan, Jr., of 
Mason-Hagan, Inc., Richmond; Wil- 
liam C. Jackson, Jr., of First South- 
west Co., Dallas, and Delmont K. 
Pfeffer of The First National City 
Bank of New York. 


Dallas Duo 

Dallas’ two largest banks both 
plan to boost capital and surplus 
by $10 million. 

First National Bank will offer 
stockholders 200,000 additional 
shares on a 1-for-10 basis at $30 a 
share. From the proceeds, the bank 
will add $2 million to its capital 
and $4 million to surplus. Another 
$4 million will be transferred from 
undivided profits into surplus. This 
will be the fifth hike in First Na- 
tional’s capital structure in as many 
years. 


Republic National Bank will of- 
fer stockholders 187,500 additional 
shares on a 1-for-12 basis at $45 a 
share. At the same time, Republic 
will distribute a 5 per cent stock 
dividend. On completion of these 
proposals, The Republic National 
Co. (active operating affiliate of the 
bank), The Howard Corp. (whose 
assets consist mainly of producing 
oil and gas properties, with large 
reserves of oil and gas) and other 
wholly owned affiliated companies 
will pay a net cash dividend of $2 
million directly to the bank. 

This dividend, plus the $8.4 mil- 
lion realized from the sale of stock 
will bring to $10.4 million the new 
capital funds being paid into the 
bank. Of this, $3.6 million will be 
allocated to new capital stock, $6.4 
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Number of 
Year : Banks Branches Capital 
1955 14,413 7,042 $4.9 
1954 14,559 6,496 4.3 
1953 14,638 6,073 4.1 
1952 14,711 S72 4.0 
1951 14,744 5,401 3.8 
1950 14,775 5,083 3.6 
1949 14,808 4,829 35 
1948 14,843 4,588 3.4 
1947 14,846 4,382 a 
1946 14,838 4,197 I 
1945 14,796 4,249 oe 
1940 15,232 3,781 3.1 
1935 16,060 a,478 3.6 


million to surplus and the 
mainder to undivided profits. 

Both banks expect to continue 
their present dividend rates. 


re- 


Capsule Comment 

Roy L. Reierson, vice president 
and economist of Bankers Trust Co., 
on the outlook for credit: 

“Demands for bank loans in the 
months ahead are likely to be 
strong, and as long as business ac- 
tivity remains high and rising, Fed- 
eral Reserve policy may be expected 
to remain on the restrictive side. 
Thus, upward pressures on inter- 
est rates are likely to persist. How- 
ever, even though these pressures 
have already been almost as strong 
as during the credit tightening of 
1952-53, the advance in money 
rates and bond yields has been 
orderly, and this justifies the hope 
that a pronounced ‘credit squeeze’ 
can be avoided.” 


Story in Figures 

Consolidated resources, deposits 
and capital funds of US banks 
reached new all time highs this 
June 30 (see table). So reports the 
final 1955 edition of the Rand Mc- 
Nally International Bankers Di- 
rectory (the 159th edition since 
1872). 

Resources are up $18.3 billion 
from a year earlier to $239.6 bil- 
lion; deposits are up $15.9 billion 
to $217.5 billion, and capital funds 
are up $1.5 billion to $19.2 billion. 

How were the added funds in- 
vested? About two-thirds, or $13.2 
billion, went into loans; $2.0 bil- 
lion went into municipal and cor- 
porate securities, and $1.6 billion 


TREND OF U.S. BANKING 


June 30 Figures, Dollars in Billions 
Und. 


Profits, U.S. Govt. Other Loans and 

Surplus Reserves Deposits Resources Securities Securities Discounts 
$9.7 $4.6 $217.5 $239.6 $74.6 $21.5 $95.3 
8.8 4.6 201.6 221.3 73.0 19.5 82.1 
8.3 4.3 191.6 210.3 68.6 17.6 78.4 
79? 4.0 186.6 204.3 Tie 17.0 71.0 
Ta a9 174.1 190.1 69.2 15.2 64.9 
7.0 3.5 165.6 181.0 cre 13.6 52.8 
6.4 So 158.2 172.7 73.3 12.3 47.4 
6.1 3.0 157.0 170.1 76.5 1369 45.7 
5.8 29 135.3 168.4 83.2 10.0 38.9 
5.5 2.7 160.9 173.3 96.5 9.2 32.0 
4.9 2.4 1327 163.7 94.2 8.1 28.3 
37 1a 71.4 80.4 19.9 9.4 22.5 
3.2 1.2 51.7 60.6 14.1 10.3 20.5 


Source: Rand McNally International Bankers Directory. 





into US Government 
Cash and other assets 
$1.5 billion. 

On June 30, reports the Blue 
Book, there were 14,413 banks and 
7,042 branches in the United States, 
Alaska and Hawaii. That’s 146 
fewer banks than a year earlier, but 
546 more branches. 


securities. 
increased 


Atom Briefing 

One of the features of last 
month’s Mellon National Bank & 
Trust Co. correspondent conference 
(attendance: 700 plus) was a brief- 
ing on commercial atomic power by 
Dr. Charles Weaver, Westinghouse 
Electric vice president in charge of 
atomic development. Highlights: 
© By 1962 at least seven atomic- 
powered electric generating plants 
will be in operation. These plants 
will feature five different reactor 
designs. 
© By 1985, electricity derived from 
atomic power sources will equal 
today’s total generating capacity 
of 100 million kilowatts. 
© The race toward cheaper A- 
power—and the multitude of other 
applications of the atom that would 
follow—is a real “blue chip” game 
calling for the expenditure of mil- 
lions of dollars. The power reactors 
for the first seven power plants will 
cost more than $300 million. Where- 
as, in the past, the Government 
has subsidized A-power develop- 
ments, this time private industry is 
footing $250 million of the bill. 


Add Another 

American National Bank & Trust 
Co. of Chicago has joined the grow- 
ing list of banks that have set up 










The lady looks both ways 


From her Bedloe’s Island vantage 
point, Miss Liberty gets a seagull’s- 
eye view down a two-way thor- 
oughfare—an avenue of global im- 
portance that American 
goods to overseas marts and for- 
eign goods to our shores. 

Keeping traffic moving in both di- 
rections on this highway to world- 
wide ports is a big job for importers, 
exporters, shippers—and for banks, 
too. 


carries 


How does banking service—Chase 
Manhattan service—facilitate busi- 


ness with other countries? Through 
its branches, representatives, and 
correspondents in all commercially 
important areas of the world, Chase 
Manhattan keeps in close touch 
with local conditions. Information 
is gathered, analyzed and promptly 
made available to customers. Then, 
in every step of the way from the 
initial financing of imports and 
exports through letter of credit ar- 
rangements, Chase Manhattan spe- 
cialists help bring foreign transac- 
tions to successful completion. 


If you do business abroad, or would 
like to, we'll be glad to show how 
Chase 


facilities can help you. 


Manhattan experience and 


THE 


CHASE 


MANHATTAN 
BANK 


HEAD OFFICE: 18 Pine Street, New York 15 


Member Federal Deposit Insurance Corporation 


BANKERS MONTHLY 





common trust funds. Observed 
Chairman Lawrence F. Stern last 
month, in announcing the creation 
of such a fund for the collective in- 
vestment of trusts with assets up 
to $100,000: 

“One of the firmly established 
principles in the management of in- 
vestments is to attain a desirable 
diversification of securities includ- 
ing the holdings of common stock. 
This is readily accomplished with 
large trusts, but for smaller hold- 
ings it has been difficult to apply 
the principle fully. 

“Now, however, through the col- 
lective investment of funds of par- 
ticipating trusts in the common trust 
fund, it is possible to provide for 
small and medium sized trusts the 
balanced spread of investment op- 
portunity and stability of income 
that always has been available to 
larger trusts.” 


Bank Building Boom 


Current items from the new- 
building docket: 
e Texas National Bank of Houston 
will formally mark the opening of 
its new 21-story home on the 19th 


of this month. Preceding the formal 
ceremonies will be a “preview 
party” on the 15th for correspond- 
ent bankers. The new building, 
which is co-owned by Texas Na- 
tional and Continental Oil Co., will 
be the largest single commercial 
skyscraper—in terms of floor space 
—in Houston. Texas National has 
resources of more than $200 mil- 
lion. 


© The Fulton National Bank of At- 
lanta is completing its move into a 
new $11 million, 25-story building. 
A special “preview” for Georgia and 
out-of-state bankers and other busi- 
nessmen is scheduled for the week 
of October 10 and a formal open 
house for the week of October 16. 
The new building is the largest 
and tallest office building in At- 
lanta. On June 30 Fulton National 
had resources of $156 million. 


e The new $3 million, 12-story 
First Security Building in Salt Lake 
City is now open for business. 
Operations of the real estate mort- 
gage loan department, the ‘Time- 
way” credit department and the 
accounting of all First Security 
Salt Lake City offices are centralized 


in the new building. On June 30 
First Security Bank of Utah had 
resources of $198 million. 


Three Step and Stumble 


“Whenever three successive rises 
occur in any one of the three rates 
set by the monetary authorities— 
margin requirements, reserve re- 
quirements, rediscount rate—the in- 
vestor should beware, for some time 
thereafter the stock market is likely 
to suffer a substantial, perhaps 
serious, setback.” This is the “Three 
Step and Stumble” rule developed 
by Arthur Wiesenberger & Co. of 
New York City. 

Say the Wiesenberger analysts: 
“There has been no exception to 
this rule in the whole history of the 
stock market since the establish- 
ment of our Federal Reserve sys- 
tem (see chart). 

“Now, for the first time in seven 
years, we have had three upward 
steps in the rediscount rate. Does 
that, in accordance with the rule, 
portend trouble for the market? We 
are inclined to think so.” (This was 
written just prior to the severe mar- 
ket break of the 26th—see page 41.) 
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ARROWS INDICATE 3rd SUCCESSIVE MARK-UP OF RESPECTIVE RATES,-ALSO CORRESPONDING LEVEL OF STOCK PRICES. 
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Dealing in Governments? Call us—collect— | 
1 
J 
and get prompt attention while on the phone : 

Next time you’re dealing in securities, let us show if you are, you can authorize us to charge or 
you what we can do to facilitate the handling of deposit to your account and make the transaction 


trades you may have in mind. Call Chicago LD 92, 
93, 155, 313 or FRanklin 2-6800—we pay the 
charges. Under normal market conditions, you'll 
get an immediate bid or offering. 

This is a primary market. We carry a substantial 
position in Treasury bills, notes and other govern- 
ment issues, so we can act without delay. And the 
officers of our 90-year-old Bond Department have 
the experience and facilities to give you the kind 
of service you’re looking for. 7 

You don’t have to be a correspondent of The First 
National Bank of Chicago ‘to use this service. But 


Epwarp E. Brown, Chairman of the Board 


even simpler. If you’re not a correspondent, you'll 
be interested in the many valuable services we offer. 
Why not write us today and let a man from The 
First explain how these services can benefit you? 
He’ll be glad to call on you at your convenience. 


GOVERNMENT BOND DEPARTMENT 


L. F. WiInTERHALTER Vice-President 


Joseru A. SMOLE Assistant Cashier 


FranK G. HERMAN Assistant Cashier 





James B. Forcan, Vice-Chairman Homer J. Livincston, President Water M. Heymann, Executive Vice-President 


Huco A. AnpERsOoN, Vice-President 
Guy C. Kippoo, Vice-President 


Gaytorp A. FREEMAN, Jr., Vice-President 
Hersert P. Snyper, Vice-President 





& The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Expect the drive for legislation to permit national banks to act as under- 


writers and dealers in state and municipal revenue bonds to pick up steam in the 
months just ahead. 


Two such bills were introduced in the Senate late last session. The first 
is by John Bricker (R., 0.), the second by Homer Capehart (R., Ind.) and Russell 
Long (D., La.). Consideration of these bills by the Senate Banking and Currency 
Committee is likely early next year. 

Both bills would permit national banks to underwrite and deal in revenue 
bonds that are eligible for purchase by a bank for its own account. (Of the 
$3.2 billion of revenue-bond financing last year, $1.8 billion, or 55 per cent, 
was so eligible. ) 

The bills would, however, limit the holdings by a bank (via underwriting, 
dealing or buying for its own account) of the revenue obligations of any one 
issuer to 10 per cent of capital and 10 per cent of surplus. 


Opponents of such legislation--and they are vigorous--say that bank capital 
is not needed in revenue-bond financing, 


that there is no known instance where a 
lack of available dealer capital has been responsible for the abandoning of a 
project by a governmental authority. 

Proponents hit back at this reasoning. Says Senator Capehart: "This is not 
the basic point. The merits of the need for amendment cannot fairly be tested 
on the basis of whether bank capital is essential to a particular underwriting; 
the real test is whether bank paticipation would enable the loan to be made 
more advantageously--on better terms. The experience of states and municipali- 
ties in selling their general obligation bonds has proved that the broadest 
possible competition for such issues tends to lower financing costs." 

Such legislation has been approved by ABA. 


George Humphrey, Secretary of the Treasury, is being mentioned as a possible 
GOP presidential candidate in '56 if President Eisenhower is forced to step aside. 
Before joining the Eisenhower team, Mr. Humphrey was head of M. A. Hanna Co. 
iron, steel) and a director of The National City Bank of Cleveland....Stanley 
Barnes, Assistant Attorney General, told Independents at the ABA Convention last 
month that the Justice Department is now investigating at least one of the recent 
Wall Street bank mergers and the Pennsylvania Co.-FNB of Philadelphia merger (page 
5) "to determine whether a Sherman Act prosecution is indicated."...The World Bank 
during the 12 months ended June 30 made loans of $410 million, earned $25 million, 
more in each case than in any previous fiscal year. Loans sold to other investors 
reached nearly $100 million. This, too, was a record figure. The bank sold four 
issues of its own bonds (amounting to $88 million), all outside the US. 
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is one of the outstanding features of 
THE PHILABANK PLAN 








Compare Philabank with any other plan on these important points: 










FUNDING Philabank offers several methods of funding the cost — to allow the selection 
of the one which will best fit your needs. 


BENEFITS Philabank’s several levels, types and combinations of benefits make possible 


the design of a program tailor-made to your particular requirements. 
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If your present plan, because of recent Social Security changes or other 
reasons, needs review or revision . . . The Philabank Plan may be advan- 
tageously integrated with it. Compare Philabank with any other plan. 












For information, write to 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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What’s Wrong With Instalment Credit? 


Nothing, says this veteran in the industry, that the use 





of some good, sound common sense can’t cure. 


By KEITH G. CONE 
Vice President, LaSalle National Bank, Chicago, Ill. 


really constructive role in our 

economy that many people say 
it is, or is it doing quite the op- 
posite, as many others insist is the 
case? Neither question can, in my 
opinion, be answered categorically; 
but it is my own firm belief that 
there is nothing wrong with instal- 
ment credit that the use of some 
good, sound common sense on the 
part of all who are granting such 
credit couldn’t cure very quickly. 


| S INSTALMENT CREDIT playing the 


A review of current practices in 
the industry will reveal many in- 
stances of disregard for the lessons 
learned in the course of fifty years 
of instalment lending. It also ap- 
pears that there is much unwar- 
ranted reliance on the assumption 
that the rules that were good 
twenty-five years ago are good to- 
day. The principles applying, of 
course, are the same, but it is per- 
fectly obvious that there is little or 
no similarity between the condi- 
tions that prevailed then and those 
obtaining now, particularly with 
respect to the vastly greater num- 
bers and types and kinds of prod- 
ucts, services and people involved. 

The collectibility of instalment 
credit obligations has been put to 
many tests, notably those of 1921, 
1929-33, 1937-38, and 1941. The 
record abounds in instances that 
provide ample justification for all 
the faith anyone ever had in the 
proposition that people are essen- 
tially honest, and want to pay their 
debts. I have seen men and women 


teceiving fifteen to eighteen dollars 
a week set aside a dollar or two of 
it for obligations which they had 
contracted in better times. 


But discretion is also a factor, 
both in the extension and in the use 
of instalment credit, and the past 
has seen many situations in which 
considerations of prudence have 
yielded to a desire for sales, which, 
in turn, has brought irresistible 
pressures to bear on the consuming 
public. The need for financing high 
production has, during several 
periods in the past, caused grantors 
to relax terms and to lower credit 
standards to the point of unsound- 
ness, with the direct result that all 
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concerned have suffered unneces- 
sarily severe losses. And it appears 
we have again entered upon such a 
period. 


The race between Ford and Gen- 
eral Motors, for example, is a battle 
of titans and carries with it the 
thrill that a battle of titans always 
does, but it has done more than 
that. It has given rise to precisely 
the conditions that are best cal- 
culated to cause trouble in the ex- 
tension of instalment credit. 

Prices of cars have risen sub- 
stantially over the years, and the 
income of the prospective pur- 
chaser, though greater than form- 
erly, has not quite kept pace. So we 
find the dealers exerting tremendous 
pressure on financing agencies in an 
endeavor to compel them to grant 
unsound credit on unduly extended 
terms, and they have met with a 
considerable measure of success in 
that effort. 


All Areas of Industry Affected 


The result is that large numbers 
of cars are being bought with down 
payments ranging from none at all 
to twenty-five per cent, and terms 
extending over periods of thirty, 
thirty-six, forty-two and even 
forty-eight months. All areas of the 
industry have been materially af- 
fected by this pressure, and many 
of the cars figuring in current sales 
are so heavily encumbered that 
there is little likelihood that their 
owners will be able to create an 
equity in them for months to come. 

The Instalment Credit Commis- 
sion of the American Bankers Asso- 
ciation has published a chart which 
indicates that it will take a pur- 
chaser 15 months to create an 
equity in an automobile costing 
$2,800 and financed on terms calling 
for a down payment of 25 per cent 
and 36 monthly instalments. By in- 





creasing the down payment to one- 
third, the period required would be 
shortened to approximately 10 
months. In these situations the 
wholesale value of the car is less 
than the amount owed on it; and 
it would seem that no banker would 
want to invest in paper arising out 
of such transactions on either a di- 
rect or indirect basis. 


The record of our automobile 
manufacturers in the field of pro- 
duction is the envy of the nation 
and of the world. But this produc- 
tion must be sold, and that re- 
sponsibility is the dealer’s. He must 
pay for the cars as they leave the 
factory and it is squarely up to 
him to dispose of them as best he 
can. 


Dealer ‘Spinning His Wheels.”’ 


Today’s sales pressures are such 
that the automobile market is not 
only highly competitive but an ex- 
ceedingly difficult one in which to 
make a profit. Many comparative 
financial and operating statements 
show the dealer is merely spinning 
his wheels. Despite his huge volume 
of sales, he has little or nothing to 
show for it when he closes his books 
on an accounting period. It is clear 
in case after case that the finance 
reserves paid to him by finance 
companies and banks have spelled 
the difference between profit and 
loss. The best interests of manu- 
facturer, dealer and the public alike 
demand that automobile merchan- 
dising again be put on a profitable 
basis. 

We have it on the authority of the 
best publications in the field that 
those who are largely instrumental 


in shaping loan policies are con- 
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Balance Owing . . . $2100 
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Monthly Payments . . . 36 @ $77.36 
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Instalment Credit Commission, American Bankers Association 


No equity for fifteen months 


sistently warning against the exten- 
sion of credit on terms that are 
demonstrably unsound. Bankers in 
general are definitely on record in 
the matter. 

But beneath these surface indica- 
tions, we find all too often that 
competition has turned the judg- 
ment of men who know better. 
Among these are the manufacturer 
who pushes his production without 
regard for the consequences of the 
bad practices thereby induced. I also 
include in that category the sellers 
and lenders who are persuaded that 
they must employ those practices 
to properly accomplish their respec- 
tive jobs of merchandising and fi- 
nancing. All are bringing into con- 
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stantly greater jeopardy the life of 
the goose that laid the golden egg. 

The reasons are easily seen and 
understood by anyone who wants 
to view the situation objectively. 
For one thing, the man without an 
equity in his car is a poor prospect 
for a new one, and, as has already 
been pointed out, many present day 
purchasers on extended terms will 
be in that situation for an unduly 
long period. Such purchasers should, 
by all that is right and proper, have 
satisfied their needs in the used car 
market. Every sale that is improp- 
erly diverted from the used car 
to the new car market works dis- 
tinct injury to the purchaser, the 
lender, the dealer, and ultimately 
to the manufacturer. 

The purchaser has, in all likeli- 
hood, committed himself beyond his 
ability to take care of his obliga- 
tions as a whole. The dealer has 
lost the profit on a much needed 
used car sale involving virtually no 
risk, and has taken, instead, a 
highly questionable profit along 
with considerable additional risk. 

The hazards assumed by the 
lender in the case of no-equity sales 
are, of course, commensurate with 
those incurred by the dealer. The 
paper to which they give rise will 
be sure to create an appreciable 







increase in collection costs, and to 
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result in a disproportionate number 
of repossessions. And to just the 
extent that this happens, these 
sales, instead of improving the in- 
ventory position of the used car 
market, will make it worse. 


While the manufacturers seem 
for the moment to be immune to the 
evil consequences of virtually forced 
sales of new cars, it is quite ap- 
parent that their immunity can’t 
long endure in the face of increas- 
ing dealer and consumer resistance. 
A dealers’ strike isn’t an altogether 
impossible development. But more 
important is the certainty that this 
continuing process of overloading 
the market is constantly taking out 
prospects who will be badly needed 
later on. The inevitable result will 
be a shrunken outlet for cars of 
every category, and losses or re- 
duced profits for every segment of 
the industry. 

Automobile manufacturers cite 
certain reliable surveys as proof 
that the market is able to absorb 
continued production at the current 
fantastic rate. But these surveys 
carry little or no assurance that the 
so-called low priced car market can 
absorb the number of relatively 
high priced cars produced for it. 
When a goodly portion of the three 
low priced cars deliver for $2,500 
to $3,500, there is reason to suspect 
that the survey resuits may have 
been applied too broadly; that, 
though there is a market, the prod- 
uct is being priced out of it. 


ill Will Breeds Indifference 


These misplaced and _ ill-timed 
sales have tended to cause a feeling 
of ill will toward the dealers and 
financing agencies involved. The 
purchaser who gradually comes to 
a realization that he is in difficulty 
because he yielded to an unwar- 
ranted amount of sales pressure, 
isn’t likely to feel too kindly toward 
those whom he holds responsible for 
his predicament. There naturally 
follows an attitude of indifference 
and an unwillingness to pay. 

All in all, it is not a pretty pic- 
ture, but there is ample proof that 
a return to good, sound practices 
will still serve to correct the situa- 
tion. I share the feeling of many ex- 
perts in this field that the increased 
amount of consumer debt is not as 
much a matter for concern as is the 
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deterioration in quality that has | 


ards and a general loosening of | 


resulted from lowered credit stand- 


terms. 


The reimposition of Regulation | 
W will become more likely as these | 


trends continue. Even among the 


most optimistic of lenders, there is | 
some feeling that we may again | 
have to resort to selective controls; 
but it is to be hoped that the in- | 
dustry can exercise a_ sufficient | 
measure of self-discipline to fore- | 
stall a return to government regula- | 


tion. 


Supervising Agencies Concerned 


To keep control of consumer | 
credit in private hands, where it | 


belongs, it is only necessary to re- 
turn to policies, 
practices that conform to obviously 


sound principles. Three bank super- | 
vising agencies, the Comptroller of | 


the Currency, the Federal Reserve 
Board, and the Federal Deposit In- 
surance Corporation, have written 
the banks under their supervision 


indicating their concern regarding | 


apparent tendencies to lower in- 
stalment credit standards. A special 
form to be attached to examiners’ 


reports will bring them the infor- | 


mation they want regarding the 
instalment credit activities of their 
respective banks. 


serve Board. So it would appear 
that corrective measures are very 
definitely in the making. 


While it is true that bank super- 


visory agencies have no direct con- | 


trol over the activities of sales fi- 


nance companies which handle a | 
greater portion of auto financing, | 


they nevertheless influence them to 
a degree through the circumstance 


that the banks under their super- | 


vision supply an important amount 
of the funds involved in their opera- 
tions. Any self-discipline, therefore, 
that banks may choose to bring to 
bear on their own instalment lend- 
ing should properly extend to the 
use made of bank funds in carrying 
loans originated by finance com- 
panies. 

But the degree of control banks 
are able to exercise by policing 
their own operations is no small 
factor. The July 30th figures of the 


procedures and | 


Representatives | 
of the major finance companies re- | 
cently discussed instalment credit | 
conditions with the Federal Re- | 
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up to 
20% 


ON INSURANCE 
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Specifically designed for 
banks dealing. directly with 
the public. 

Provides regular insurance 
coverage on financed auto- 
mobiles at approximately 
20% below standard rates. 
The 20% saving in insurance 
cost, is equivalent on some 
cars, to as much as a 2% 
saving on an unpaid balance. 
Offers time-saving features 
of a master policy—certifi- | 
cates of insurance and sim- 
plified rate charts. 


A stock company facility 
available through your local 
insurance agent. 
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Burroughs [bers 
MICROFILM EQUIPMENT 


“Burroughs” and “Micro-Twin” are trade-marks. 
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Here’s the new 2-in-1 micro- 
filming machine that keeps 
making headlines in the banking 
world—and no wonder! It’s the 
Burroughs Micro-Twin Recorder- 
Reader . . . the only truly up-to- 
date combination Microfilm 
Recorder and Reader that offers 
double protection in a single unit. 


The Recorder photographs (in an 
image about as wide as_ the 
average lead pencil) any check, 
document or record of any sort 
you want preserved. The Reader 
projects those images distinctly 
... yes, back to original size. Just 
the flick of a knob converts from 
recording to reading—and back 
again. And to make facsimile 
prints, you merely place a piece of 
photocopy paper in the viewer 

. then process the prints in 
minutes right on the spot—no 
need for a darkroom. The Micro- 
Twin’s cost is gratifyingly low, 
too . . . and its recording costs 
could hardly be lower. 


The Micro-Twin Recorder-Reader 


costs less than you might expect to pay for a Recorder alone 














4 
f 
- 


LY October, 1955 


New Model 205 Recorder 


Where separate Recorders are needed, this is your 
model—the Micro-Twin without the Reader. Like 
the Micro-Twin, it records as fast as it can be fed— 
by hand or automatically. It can film records 
front and back simultaneously, or one side only if 
you prefer. Easy to move about; compact, too— 
just 32” wide, 23” deep. 


New Model 206 Reader 


Many banks need extra Readers to handle their 
microfilm reference. The Burroughs 206 Reader is 
the ideal, economical solution. Only 16 pounds, it 
weighs less than most portable typewriters—is 
snugly compact, taking up less than a square foot 
of surface space. It projects 8, 16 or 35mm. film 
with the same lens and film guide. The image can 
be completely rotated on the Reader screen. 


Plus these Added 
Advantages: 


AUTOMATIC ENDORSING dur- 
ing microfilming—clean, fast, 
accurate. 


EXCLUSIVE INDEXING METER 
for almost instant location of 
desired items. 


CHOICE OF LENSES—37 to 1 or 
24 to 1 reduction ratio camera 
lens available. 


AUTOMATIC FEEDING with the 
Acro-Feeder. Fast hand-feeding 
at high recording speed, too. 


FILM ECONOMY—Films 66 
checks for one cent, including 
film, processing and postage. 


FOR A DEMONSTRATION 
eall our nearest branch office. 
It’s listed in your phone book. 
Burroughs Corporation, 
Detroit 32, Michigan. 
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Federal Reserve Board reveal that 
of the $13,038,000,000 of automobile 
paper then outstanding, the 
amounts held by banks and finance 
companies, respectively, were $4,- 
651,000,000 and $7,180,000,000, 
while the rest was scattered among 
other financial institutions and 
automobile dealers. According to 
the same report, the banks’ share of 
the $25,476,000,000 of all instalment 
credit outstanding was $9,656,000,- 
000. Of the remainder, sales finance 
companies were reported as hold- 
ing $8,087,000,000 and credit unions 
$1,458,000,000. 


The foregoing comments are by 
no means to be taken as indicating 
that we should call a halt to the 
expansion of instalment credit. 
Credit, if properly extended and 
used is still the same constructive 
force that it was nearly a hundred 
years ago when Daniel Webster 
said it had “done more to enrich 
mankind than all the gold mines in 
the world,” and that it had “exalted 
labor, stimulated manufacture, and 
pushed commerce over every sea.” 
Mr. Webster, of course, wasn’t talk- 
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Instalment Credit Outstanding, By Major Parts. 
(Federal Reserve Estimates) 


ing about instalment credit, but if 
he were with us today, he might 
well have something to say, both 
about its great power for good and 
the evil that would surely flow from 
its improper use. 


There is a positively optimistic 
and altogether bright side to the 





instalment credit picture, and I 


have written as I have only because 
I’m most anxious that it shall have 
an opportunity to assert itself to 
the fullest in the years that lie 
ahead of us, just as the dynamic 
qualities of our economy and our 
people are presently asserting them- 
selves. 


Soundest Lending Technique 


Instalment credit, properly used, 
is the soundest lending and mer- 
chandising technique ever devised, 
As a means of facilitating the pur- 
chase of the more durable (hence 
more useful) items of consumer 
goods, it has done, is doing, and 
will continue to do an immense 
amount of good. And, by the same 
token, it has served to open up vast 
new markets for the products of our 
factories, thereby stimulating em- 
ployment and giving rise to large 
amounts of purchasing power that 
would otherwise have remained for- 
ever nonexistent. 


Instalment credit, in short, has 
given a good account of itself, and 
it will continue to do so if it is 
given a fair chance. 


RE: BOOKLET ON TAX-EXEMPT INCOME 


THE FAVORABLE COMMENTS AND RECEPTION 
ACCORDED OUR NEW BOOKLET: “TAX-EXEMPT 
INCOME FOR THE INDIVIDUAL INVESTOR” ARE 
GRATIFYING. BECAUSE THE SUPPLY IS LIMITED, 
WE URGE YOU TO SEND FOR YOUR COPY TODAY. 


NEW YORK OFFICE: 
40 Wall Street 
HAnover 2-5252 


RIPP & CO., INC. 
AX-EXEMPT BONDS 


WASHINGTON OFFICE: 
805 15th Street, N. W. 
District 7-6403 
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Governments & Municipals 


By William Hummer 


Business conditions remain the key to the bond market outlook. 


This means that no significant improvement in government securities prices 
should occur in the remainder of 1955. Business activity is surging ahead and 
loan demand is soaring in this period of seasonal expansion. The Fed will not 
relax controls over credit so long as the slightest inflationary threat looms. 


Current policy is moderately restrictive. This is a "“wait-and-see" period. 
Following the latest boost in the discount rate to 2 1/4%, no new moves to re- 
strain credit appear in the offing. 

Instead, Fed officials are holding back for two reasons: 1) to observe 
the cumulative effect of the many recent moves to brake credit expansion; 2) to 
support the market in anticipation of the Treasury's fall financing needs. 


The illness of President Eisenhower should have no important effect on the 
present situation. The same officials will continue to carry out the same poli- 


cies. They may possibly move with even greater caution in order to avoid creat- 
ing business uncertainty. But there is no change in their basic sentiment. 
Under Secretary of the Treasury W. Randolph Burgess made this clear in addressing 
the ABA convention: 

"We must see that prosperity does not lead us to over=commitments or to ex- 
cesses which will tip us over into a recession. The government has responsibilities 


to keep a rein on government credit and to exercise wisely its legal powers over 
private credit." 


Interest rates should therefore stabilize around current levels for a while. 
Fed policy is designed to temper the boom, prevent "boom-and-bust," prolong pros- 
perity. 

If business continues to advance at a record pace, stability of rates could 
be followed by further firming later in the year. 


The treasury offered eight-month tax anticipation certificates to raise 
$2,750 million of new cash. This was as expected. However, the 2% per cent 
coupon came as a bit of a surprise since a 2 or a 2 1/8 per cent rate had been 
talked. At 2% per cent, the certificates seemed most attractive. 

Still facing the treasury this year are another new-money borrowing of 
$1 billion and refundings (in December) of more than $12 billion. 

Despite the popular reception accorded the new T. A. certificates, total 
bank holdings of government obligations are down considerably. To accommodate 
borrowers, reporting member banks have reduced their Treasury portfolios by 15% 
since January l. 

Since demand for bank loans should remain strong in the final months of the 
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year, banks may pare total holdings of governments still more. 


Price trends of short, intermediate and longer-term governments have varied 
this year. Yields on bills have more than doubled since January 1 as short-term 
funds became more scarce. Obligations in the bank maturity range have drifted 
downward most of 1955. Long-term bonds have turned in the best performance. 

Not much selling has been done by large non-bank institutions. A 3% return 
Still looks good. Market conditions are orderly despite the declines registered 
by governments this year. This is in contrast to early 1953. 
been minimized. 











Public concern has 


Municipal bond prices are steadier, but any important improvement appears 
doubtful. Recent firmness has stemmed largely from a reduced supply of bonds. 

A number of big issues are scheduled to be offered and these will provide 
an important test for the market. Among issues that may be offered are the 


$410 million Illinois Toll Roads and $120 million Massachusetts general obliga- 
tions. 



















Other important freeway obligations that may be marketed soon are about 
$125 million Connecticut Expressways, $130 million Texas Turnpikes and $125 
million New York Thruway guaranteeds. 

Should the market readily absorb the heavier volume of financing ahead, mu- 
nicipalities which have postponed borrowings may proceed with their plans. This, 
of course, would further build up the total supply. 


Bank purchases of municipals in the next few months will be limited largely 
to replacement of maturities coming due. A lessened amount of new funds will be 
placed in municipals. 


The importance of banks in the municipal bond picture is great. Banks are 
estimated to hold about one-third of the alnost $40 billion tax-exempts outstanding. 
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Latest Month Year 
Report Earlier Earlier 

Member Banks in Leading Cities (in billions) 
Commercial, industrial and agricultural loans..........$24.6 $24.1 $21.0 
Loans to brokers and dealersS..cccccccccccccccccccssesee 204 2.4 2.0 
Other loans for purchasing or carrying securities...... 1.2 Le 9 
Real estate LoanS.ccccccccccccccvcccccccccccccccccccccees Bee 8.1 6.9 
GENSF LOBNBeccccccccccccccccccceseesccecccsoccceccecces 906 9:4 7.9 
BROGSUTY DALLS. ccvcccvcvedveciccccvesseqctsvrecovesivccecsee 1.0 9 Sel 
Treasury certificates of indebtedness... cccccccsccccece 5 wt 2.5 
TROGSUPY NOCSS ec oc cc ccc ccrverccsecessecesccsccssecssisvce 822 8.4 6.7 
US Government: DONS oes cccrcccccccccecetovesccccccscces B08 21.0 235.6 
OCT. Ci k se cous acevcs vkedaenrsdebéeesaseed:. OF 8.7 8.5 

All Member Banks (in millions) 
Estimated eEXCeSS PeESETVES.ccccccccccccccscsseccscsssseeh GOO $ 570 $ 983 
Borrowings at Federal Reserve BankS..ccvccececccscccccee 741 689 36 

Yields (per cent) 
Long-term Government bonds (3%s of 1978=-83)....eeeeeee- 2.95 2.99 2.65 
Intermediate Government bonds (2%s of 9/15/72-67)...... 2.88 2.89 2.63 
Three-year Treasury yields (Moody'S)..csccsccessessecses 2007 2.66 1.50 
High grade municipal bonds (Standard & Poor's)......... 2.60 2.69 2.24 
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LEADERSHIP 


Leadership in the business world is usually achieved through a combination of mod- 
ern, efficient facilities, high standards of product and service, skilled personnel and 
supervision plus sound management practices e The Insurance Business in particular 
is keenly aware af the responsibilities of its Leadership in providing the American 
Public and Business World with the highest quality of protection service including 
accident and fire prevention counsel and prompt loss payment e Capital stock in- 






















surance companies are constantly alert to improve every phase of insurance for the 
benefit of their policyholders. Vision, Integrity, Sound Practices and Adaptability to 
the changing needs of insurance buyers, are keystones in their management policy 
e Wetake pride in our standing among the " Leaders” in the insurance world—based 
upon Sound Management, Financial Strength, and Modern Service Facilities whose 
purpose is to provide the best insurance protection available. 
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The Fred Florence Story 


After 48 years in banking, the industry's highest honor. 


ROUND midday on September 28, 

Fred Farrel Florence (cover) 
became the second Texan to head 
the American Bankers Association. 
The first was Francis Marion Law, 
chairman of the board of First Na- 
tional Bank in Houston, who served 
from 1932 to 1934. 

Fred Florence succeeds Homer J. 
Livingston, president of The First 
National Bank of Chicago, whose 
term as ABA president was one of 
the most successful in the asso- 
ciation’s history. 

Fred Florence entered banking in 
1907 at the age of 15. His first job: 
sweeping floors at the First Na- 
tional Bank of Rusk, Texas. But 
young Florence soon was stepping 
up the ladder. Front Rusk, he moved 
to the American Exchange Bank of 
Dallas, then to the First State Bank 
of Ratcliff, then to the Alto State 
Bank. In 1915, he was elected presi- 
dent of the latter institution. 

After a World War I hitch in the 
Army Air Corps, he returned to 
Alto—but with additional duties. 
Alto residents elected him mayor. 

In Dallas, meanwhile, backers of 
the newly-organized Guaranty 
Bank & Trust Co.—forerunner of 
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Republic National Bank—-were 
looking for a young stem-winder 
who knew banking. They found 
their man in Fred Florence and in 
1920 named him first vice president. 

Nine years later, Fred Florence 
was elected president of Republic 
National—a post he has held ever 
since. 

At that time, the bank had re- 
sources of $45.3 million, capital 
funds of $5.2 million. Comparable 
figures on June 30 of this year were 
$771.5 million and $64.1 million. 

You get the philosophy behind 
this striking growth record from 
Fred Florence himself. Says he: 
“The job of banks is to put money 
to work—to take the money of those 
who have it and put it into use of 
those who need it in such a manner 
that it earns profits for all. 

“Banks should meet every sound 
and legitimate need for credit that 
they can find. It is not enough in 
our dynamic society for bankers 
to wait for business to come walk- 
ing in; we should go out and find 
the need where it exists. 

“Naturally, we must keep credit 
sound in terms of the prevailing 
situation, but we must not neglect 





the problem of adapting our lend- 
ing facilities to the long range 
changing requirements of a growing 
nation. The banking system has no 
monopoly on any segment of the 
credit markets. We are in a highly 
competitive business, and any sound 
businessman knows that to meet 
competition he must constantly be 
on his toes.” 


Service Record 


Few men have worked longer and 
harder in ABA than has Fred Flor- 
ence. He is a former chairman of 
the powerful Credit Commission 
(1951-54) and a former member of 
the Executive Council (1947-50) 
and of the Administrative Commit- 
tee (1947-48). Other committee as- 
signments: Banking Studies (1934- 
37), Taxation (1937-41), National 
Defense Loans (1941-42), National 
War Loans (1942-43), Small Busi- 
ness Credit (1944-50). 


He also is a former director of 
the influential Association of Re- 
serve City Bankers and a past 
president of the Texas Bankers As- 
sociation (1936) and of the Dallas 
Clearing House Association (three 
terms). 

His business directorships include 
Republic National Bank, Dallas 
Power & Light, Lone Star Steel, 
Missouri-Kansas-Texas Railroad, 
Dallas Railway & Terminal, Barker 
Hotel, Austin Bridge Co., Wyatt 
Metal & Boiler Works and Texas 
Midcontinent Oil & Gas Association. 
He is president of the Cosmopoli- 
tan Hotel Co. 

Popular, nattily-garbed Fred 
Florence is at 64 a man of seemingly 
boundless energy. As soon as one 
project is completed, he’s started 
on another. Up at 7 every morning, 
he is at his desk by 8 to begin a 
day that is jam-packed with tele- 
phone calls, conferences and deci- 
sions. All day he moves with de- 
cisive precision from department 
to department, from conference to 
conference. 

Mr. Florence is married, has one 
son and one daughter, and makes 
his home in Dallas. His family life 
and his many business and civic in- 
terests leave little time for outside 
activities. “Sometimes,” he says, “I 
play a little golf, but I don’t let it 
get in the way of my banking.” 
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LEADERSHIP 


Leadership in the business world is usually achieved through a combination of mod- 
ern, efficient facilities, high standards of product and service, skilled personnel and 
supervision plus sound management practices e The Insurance Business in particular 
is keenly aware af the responsibilities of its Leadership in providing the American 
Public and Business World with the highest quality of protection service including 
accident and fire prevention counsel and prompt loss payment e Capital stock in- 
surance companies are constantly alert to improve every phase of insurance for the 
benefit of their policyholders. Vision, Integrity, Sound Practices and Adaptability to 
the changing needs of insurance buyers, are keystones in their management policy 
e Wetake pride in our standing among the " Leaders” in the insurance world—based 
upon Sound Management, Financial Strength, and Modern Service Facilities whose 
purpose is to provide the best insurance protection available. 
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The Fred Florence Story 


After 48 years in banking, the industry's highest honor. 


ROUND midday on September 28, 

Fred Farrel Florence (cover) 
became the second Texan to head 
the American Bankers Association. 
The first was Francis Marion Law, 
chairman of the board of First Na- 
tional Bank in Houston, who served 
from 1932 to 1934. 

Fred Florence succeeds Homer J. 
Livingston, president of The First 
National Bank of Chicago, whose 
term as ABA president was one of 
the most successful in the asso- 
ciation’s history. 

Fred Florence entered banking in 
1907 at the age of 15. His first job: 
sweeping floors at the First Na- 
tional Bank of Rusk, Texas. But 
young Florence soon was stepping 
up the ladder. Front Rusk, he moved 
to the American Exchange Bank of 
Dallas, then to the First State Bank 
of Ratcliff, then to the Alto State 
Bank. In 1915, he was elected presi- 
dent of the latter institution. 

After a World War I hitch in the 
Army Air Corps, he returned to 
Alto—but with additional duties. 
Alto residents elected him mayor. 

In Dallas, meanwhile, backers of 
the newly-organized Guaranty 
Bank & Trust Co.—forerunner | of 
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Republic National Bank—were 
looking for a young stem-winder 
who knew banking. They found 
their man in Fred Florence and in 
1920 named him first vice president. 

Nine years later, Fred Florence 
was elected president of Republic 
National—a post he has held ever 
since, 

At that time, the bank had re- 
sources of $45.3 million, capital 
funds of $5.2 million. Comparable 
figures on June 30 of this year were 
$771.5 million and $64.1 million. 

You get the philosophy behind 
this striking growth record from 
Fred Florence himself. Says he: 
“The job of banks is to put money 
to work—to take the money of those 
who have it and put it into use of 
those who need it in such a manner 
that it earns profits for all. 

“Banks should meet every sound 
and legitimate need for credit that 
they can find. It is not enough in 
our dynamic society for bankers 
to wait for business to come walk- 
ing in; we should go out and find 
the need where it exists. 

“Naturally, we must keep credit 
sound in terms of the prevailing 
situation, but we must not neglect 





the problem of adapting our lend- 
ing facilities to the long range 
changing requirements of a growing 
nation. The banking system has no 
monopoly on any segment of the 
credit markets. We are in a highly 
competitive business, and any sound 
businessman knows that to meet 
competition he must constantly be 
on his toes.” 


Service Record 


Few men have worked longer and 
harder in ABA than has Fred Flor- 
ence. He is a former chairman of 
the powerful Credit Commission 
(1951-54) and a former member of 
the Executive Council (1947-50) 
and of the Administrative Commit- 
tee (1947-48). Other committee as- 
signments: Banking Studies (1934- 
37), Taxation (1937-41), National 
Defense Loans (1941-42), National 
War Loans (1942-43), Small Busi- 
ness Credit (1944-50). 

He also is a former director of 
the influential Association of Re- 
serve City Bankers and a past 
president of the Texas Bankers As- 
sociation (1936) and of the Dallas 
Clearing House Association (three 
terms). 

His business directorships include 
Republic National Bank, Dallas 
Power & Light, Lone Star Steel, 
Missouri-Kansas-Texas Railroad, 
Dallas Railway & Terminal, Barker 
Hotel, Austin Bridge Co., Wyatt 
Metal & Boiler Works and Texas 
Midcontinent Oil & Gas Association. 
He is president of the Cosmopoli- 
tan Hotel Co. 

Popular, nattily-garbed Fred 
Florence is at 64 a man of seemingly 
boundless energy. As soon as one 
project is completed, he’s started 
on another. Up at 7 every morning, 
he is at his desk by 8 to begin a 
day that is jam-packed with tele- 
phone calls, conferences and deci- 
sions. All day he moves with de- 
cisive precision from department 
to department, from conference to 
conference. 

Mr. Florence is married, has one 
son and one daughter, and makes 
his home in Dallas. His family life 
and his many business and civic in- 
terests leave little time for outside 
activities. “Sometimes,” he says, “I 
play a little golf, but I don’t let it 
get in the way of my banking.” 
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ITHIN the past five years, 
W: new striking force has 
moved into the front lines 


in the fight against slums. 

This new army is made up of 
American businessmen and they 
carry some potent new weapons. In 
some cities, they have recaptured 
impressive areas of land that were 
once lost and they have imaginative 
plans to gain back still more. 


But slums continue to infect new 
areas and they have prospered on a 
generation of little effective opposi- 
tion and almost complete public in- 
difference. 


The results of this apathy now 
provide some astonishing figures. 
Of the 45 million non-farm homes 
in America, better than ten per 
cent are slums and another 45 per 
cent are in immediate need of major 
repair. Those figures give some in- 
dication of the scope of the prob- 
lem. 

These leave no question regarding 
the urgency of the matter: 

—33 per cent of U.S. population 
live in slum areas 

—45 per cent of all major crimes 
are committed there 

—65 per cent of the country’s 
TB victims suffer there 

—35 per cent of all fires start 
there 

—55 per cent of juvenile delin- 
quency occurs there : 

—50 per cent of al! disease is 
there. 

Those are the shocking and im- 
mensely serious facts of slum 
growth, but it is no longer a hope- 
less picture. There’s a new attitude 
toward slums in many major cities 
and the banking profession has 
played a significant part in its for- 
mation. Slums are still regarded as 
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Can Businessmen Beat the Slums? 


Businessmen throughout the nation are taking a close-up look at slum areas, find- 


ing far more than they expected. One startling discovery: sound opportunity for 
new business. Here is the story. 


By RONALD G. HOFF 


rotten and proliferating areas of 


human tragedy, but now there’s 
a positive element in the outlook. 
They are also being regarded as 
areas of sound economic potential 
if redeveloped for proper use. 


Rehabilitation at a Profit 


In Richmond, Virginia, for ex- 
ample, a group of homebuilders, 
bankers and realtors formed a uni- 
que corporation several years ago. 
Their market area: slums. Their 
objective: rehabilitation at a profit. 

The corporation—w hich has 
operated with considerable success 





ACTION head, Major Gen. Frederick A. Irving (Ret.), examines site of Baltimore project. 








—can borrow and lend money, buy 
and build property and has even 
designed its own “replacement 
house” for redevelopment areas. It 
can purchase a condemned dwell- 
ing, demolish it and award a re- 
placement contract to one of its 
builders. And by using its cen- 
tralized design service and pooling 
its various talents, the organization 
has achieved substantial economies 
in construction. 










The result: homes people can af- 
ford in clean, spacious areas, in- 






the-black business for the corpora- 
tion. 
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The “Richmond Plan” is not typi- 
cal of redevelopment programs 
across the nation, but it does reveal 
the kind of thinking that is now 
going into the giant problem of 
blight and its consequences. Al- 
though rehabilitation methods are 
different in virtually every metro- 
politan area (and we'll take a close 
look at several of the most out- 
standing programs), slums _ are 
finally getting the attention they 
have needed for so long. 

New Orleans, Baltimore, Cleve- 
land, Chicago and Kansas City are 
just a few of the cities that have 
moved boldly and bravely into ex- 
tensiye slum clearance and urban 
renewal campaigns. 


You may ask, “Why wasn’t some- 
thing done 20 years ago?” That’s a 
tough one and a check on the eco- 
nomic conditions of the 30’s doesn’t 
provide much help, for those were 
the days of low labor rates, high 
unemployment and uncrowded slum 
areas. It would have been a rela- 
tively easy matter then and it 
would have put meat and potatoes 
on the table for many unemployed 
workers. 

Why wasn’t it tackled then? The 
answer: money was short and no- 
body cared very much. 

Today the problem is immeasur- 
ably harder but its seriousness is 
now realized. A few businessmen, 
like those in Richmond, are looking 
upon slum rehabilitation as a profit- 
making opportunity. However, for 
most of the businessmen working on 
urban redevelopment projects, re- 
habilitation is not only a matter of 
humanitarian necessity, it is a mat- 
ter of economic necessity. Slums 
are actually bankrupting many 
communities. 

In Baltimore, where a major re- 
development program is underway, 
45 per cent of the total municipal 
budget was going into slum area 
costs. Yet those same slum areas 
were contributing only six per cent 
of the city’s real property tax reve- 
nues. 

On the other side of the nation, 
Sacramento slums eat up 50 per 
cent of the city’s health budget, 41 
per cent of the police budget, 25 
per cent of the fire department 
budget—yet contribute only 12 per 
cent of the city’s tax money. 

And in Newark, N.J., municipal 
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FIRST...CHECK FIRST 


Se eeoeeeee 


fads 


V/ Vaart goes 


with moonlght and 


magnolias? 


Progress, zooming industrial expansion, 
rising per capita income—it all blends 
perfectly (and profitably) with moonlight 
and magnolias in Dixie. When your 
Southward-looking customers see dollar-spots 
before their eyes, first check the folks who 
know the new South... 


THE Fintt wanionat BANK OF ATLANTA 


MAIL TODAY 
. eeeeeeeeeee 
: The First National Bank Dept. J-3 
NATIONAL BANK k : Atlanta 2, Georgia 
- ATLANTA é, : I'd like to give my customers the real dope 
™ y * about the South. Shoot me the facts on: 


Address. 
The bank 


that knows its neighbors 
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/oext Board of Directors Meeting? 


YES! 1 your plans for a new banking 
office are at any stage from preliminary talks 
to architect’s drawing board, you'll want these 
three, special full-color brochures at your next 
meeting. 


The first shows the famous development in 
vault door design that has become the almost 
universal symbol of the modern bank. It gives 
you an idea, too, of the diversity of magnif- 
icent and distinctive architrave treatments now 
available for your own installation — with this 
great Century Series Vault Door by Mosler. 


The second shows an ingenious new Day- 
Night Deposit Safe by Mosler that almost 
“talks.” 


And the third shows the new Mosler “Picture 
Window” for Drive-In Banking — a brand new 
concept, both in modern styling and in fully- 
automatic push button operation. 


Have your secretary mail the coupon below 
for this special material on new “bank of the 
future” equipment. We'll rush it to you in time 
for that meeting you have coming up. 


IF IT'S MOSLER ... IT'S SAFE 


%* Mosler Safe “”” 


World's largest builders of safes and bank vaults ... 
Mosler built the U.S. Gold Storage Vaults and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


The Mosler Safe" Company, Dept. BM-10 
$20 Fifth Avenue, New York 1, N. Y. 


Please send me, free and without obligation, the three new full-color 
brochures which describe and illustrate Mosler’s latest developments 
for the “bank of the future.” 


NAME POSITION 


BANK 


ADDRESS. 


CITY —— ZONE — STATE 
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BEFORE: One of the 20 million U. S. Housing units that verge on falling 
into the slum category. 


officials figure that it costs the city 
$150 a year to service a safe, com- 
fortable home in a good district, but 
$380 annually to serve a sub-stand- 
ard dwelling. 


Slums Take Half of Tax Dollar 


Figures for the whole nation show 
that slums and blighted areas swal- 
low up almost half of every tax 
dollar the average city receives, but 
supply only six per cent of the 
city’s total tax revenues. 

As the impact of these figures 
caused businessmen to blink and 
city officials to wring their hands, 
people started wondering how slums 
ever got started in the first place. 
To answer that one, you must go 
back many years, for slums do not 
“just happen.” They are the out- 
growth of many factors, working at 
an almost imperceptible pace. 

Ironically, slums begin most often 
in areas of large luxurious homes. 
As the homes become older and 
property values slacken, real estate 
promoters buy into the area. ‘Large 
lots are sub-divided and smaller 
houses are built on them, often 
without adequate playground space 
or sufficient parking area. Low and 
middle-income families move in, 
anxious for a roof over their heads, 
paying elevated rentals. The area 
becomes crowded and as families 
grow larger, those who can move 
out. In this manner, wave after 
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wave of renters—and a few buyers 
—move in and out. Rooms are built 
onto existing dwellings, still more 
people move in and service facilities 
—such as sewage systems—are 
taxed far beyond their intended 
capacities. 

Owners of these buildings usually 
figure they might as well make the 
most of their property while they 
have it. Most owners of sub-stand- 


ard dwellings think they’1l sell some 
day “when the price is right.” This 
optimism is based on the belief that 
the central business section will 
eventually expand outward and 
property values in the sub-standard 
areas surrounding downtown will 
soar. 

Unfortunately for them, and for 
the city’s tax coffers, most slum 
areas have long passed their peak 
value. 

As the area becomes more and 
more congested, nationality groups 
flood in. Finally, the Negro comes, 
brings his family and stays. He pays 
high rents (often $65 or more for a 
two-room basement flat with six 
families sharing the same bath), 
but the property value drops lower 
and lower. 


A Waiting Market for Builders 


The final result of this tragic se- 
quence of events is a “black ghetto” 
around the city’s central core. In 
Greater Cleveland, for example, 98 
per cent of the Negroes live in the 
city proper. Most of them would 
like to get out and many have the 
money to do it, but Cleveland home- 
builders have been reluctant to 
supply this ready and waiting mar- 
ket. Now, a group of businessmen 
have organized the Cleveland De- 
velopment Foundation and are 
moving ahead on a far-sighted pro- 


AFTER: Rehabilitation has restored desirability of the property and improved 
neighborhood real estate values. 
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gram to clean out the city’s slum 
belt and put its people in a new 
development which will be called 
Garden Valley. 


It’s a teamwork project in which 
banking institutions are playing a 
key role. Five of Cleveland’s larg- 
est banks have agreed to form a 
$200-million mortgage pool to pick 
up the mortgages on Garden Val- 
ley’s private housing and to under- 
write the entire central area re- 
building if needed. And if no private 
builder steps forth to submit a bid 
on the Garden Valley project, the 
Foundation stands ready to put up 
the necessary housing itself. 


The Foundation’s redevelopment 
plan calls for 480 middle-income 
and 780 public housing units. They 
will be designed to fit neatly into 
the existing neighborhood which 
will be rehabilitated under urbah 
renewal law. The 266-acre project 
will be separated from heavy in- 
dustry by a park and a Rapid Trans- 
it line. 

Although Garden Valley has a 
nice sound and looks fine on a blue- 
print, no shovel has been turned as 
yet. Spadework was scheduled to 
start last May, but problems have 
cropped up with frustrating fre- 
quency. Only last month did the 
FHA give Garden Valley its com- 
plete blessing, agreeing to guarantee 
mortgages up to a full 90 per cent 
on privately built housing for the 
project. Now, it looks like Garden 
Valley may become the first urban 
renewal plan in the country to be 
launched with FHA-guaranteed 
mortgages. 


Other cities, like Cleveland, have 
found the path to successful urban 
redevelopment to be littered with 
thorns. 


Relocation is one of the biggest 
headaches. Federal legislation re- 
quires that all families displaced by 
urban redevelopment be put in 
quarters meeting local housing code 
requirements. The reasoning here 
is basic and sound (don’t create 
new slums by getting rid of the 
old ones), but it creates a king-size 
hurdle. Since most of America’s 
slum dwellers are Negroes, the only 
available relocation housing for 
them is in equally squalid sur- 
roundings. So, relocation is one of 
the most challenging problems be- 
ing faced by redevelopment people. 
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To beat it, new development must 
be accompanied by up-grading of 
presently existing dwellings for 
displaced slum dwellers. 


A Big Problem: Buying the Land 

It takes a long, long time to ac- 
quire land for redevelopment pur- 
poses. Hundreds of individual 
properties must be purchased and 
condemnation proceedings must 
often be employed. Absentee 
owners frequently put up a bitter 
fight to hold their land—and with 
good reason. It provides them a 











| PROTECT WHAT YOU HAVE© 





lofty income and upkeep costs are 
nil. When the owners do sit down 
to talk, they usually base their “ask- 
ing price” on the illegal use of the 
land rather than its legal income 
producing value. The result: a long 
and patience taxing hassle. 


Lack of enforcement personnel is 
another major problem that most 
cities must buck. To protect a good 
area from slum-spreading influ- 
ences, housing and sanitary codes 
must be enforced. However, en- 
forcement jurisdictions often over- 


(Continued on page 57) 





~ Yesterday's loss is fully covered 


BY INDEMNITY’S NEW BANKERS BLANKET BOND 


The past rudely catches up with an employer who isn’t covered, or 
covered sufficiently, for old employee losses. If his bond doesn’t reach 
back to the dates of shortage, or isn’t adequate, he has to stand the loss. 

Indemnity’s new Bankers Blanket Bond is a real safeguard against 
this. It provides catastrophe protection for discovered losses, whether 
the losses occurred before the bond was written or while it is in force. 

This new coverage can be drawn up to provide excess protection 
on employee dishonesty only—a hazard that is continually on the 
increase. Reduced low rates apply to this protection. 


Ask your Indemnity Agent for all the facts on this valuable new 
| BBB coverage. It was drawn up by the company that is the pioneer 
in adapting protection to bankers’ changing needs. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 


Philadelphia 1, Pa. 


Let our night staff 


speed your collections while you sleep 


Your items are handled without a 
minute’s delay when you use our 
A. M. F. (air mail field) labels or 
envelopes. 

Our messengers rush your mail 
from the airport direct to the bank 
for immediate processing, during 
the day or night. 


As a result many of your-checks 


Continental ilinois National Bank 


and Trust © Or mpany of Chicago 


clear a full day earlier under this 
fast modern procedure. Our corre- 
spondent banks and corporation 
customers in all parts of the coun- 
try use it actively and find it most 
advantageous. 

Ask us to send you, without 
charge, a supply of labels or enve- 
lopes so that you may try it. 


La Salle, Jachisead Clark and Quincy Streets 
LOCK BOX=H, CHICAGO 90, ILLINOIS 
‘ ‘ it Insarance Corporation 
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News from Canada 


The Boom 


Reflecting the booming Canadian 
economy, deposits in chartered 
banks in Canada rose by more than 
$1.2 billion during the 12-month 
period ended August 3 to $10.3 bil- 
lion. 


And to help oil the boom the 
banks’ loans and investments in- 
creased in that period roughly by 
an equivalent amount, to some $9.2 
billion. 


Last month, however, the Bank 
of Canada moved to tighten credit 
by boosting its lending charges to 
chartered banks from 1% per cent 
to 2 per cent. While in practice the 
banks do not borrow much money 
from the central agency, the move 
was an announcement to the money 
market generally that it will have 
to face higher charges if it has to 
borrow from the central agency. 

It also served as a hint to the 
financial houses that the federal 
authorities feel that perhaps the 
rate of rise in credit extension may 
become too steep for the country’s 
economic good and that it could 
possibly lead to inflationary tend- 
encies. 

Officials said they did not want 
to put a lid on the size of credit 
currently outstanding but perhaps 


J. P. R. WADSWORTH 
To Quebec. 


October, 1955 


would like to see a more conserva- 
tive rise in the over-all position 
with financial houses eliminating 
some marginal loans. 


Bottomed Out? 


Canadian bond prices continue to 
“mill around” the current levels. 
Some dealers think the month-long 
decline that forced down prices by 
more than a dollar on longer-term 
higher grade issues has “bottomed 
out.” 

Canadian Finance Minister Har- 
ris’ announcement that the newest 
issue of Canada Savings bonds 
would carry a coupon rate of 3%4 
per cent is a factor. In some quar- 
ters it is taken to mean that the 
government was giving a slight hint 
it would like to see the market hold 
around present levels. 

At present, the government’s 2% 
per cent refunding loan which ma- 
tures in 1967, as the new savings 
bonds will, is selling to yield 3.04 
per cent. If the market were to 
decline more the yield would go 
higher and the savings loan issue 
may not be the success the gov- 
ernment would like it to be. 

Says one dealer: “The tenth 
series must be competitive. And if 
they go on sale Oct. 15th, it means 
the government is probably not an- 
ticipating any further decline in 
prices for the next month or so.” 


Moving Up 

John J. Rutledge has been ap- 
pointed an assistant general man- 
ager at the head office of The 
Canadian Bank of Commerce. 

Mr. Rutledge entered the bank 
in 1923 and has been closely asso- 
ciated with the bank’s foreign busi- 
ness since that time. His experience 
includes six years spent in the Lon- 
don, England, office and he has 
served as manager of the foreign 
exchange department, Toronto 
Branch and assistant supervisor of 
the head office foreign department. 

Meanwhile, J. Page R. Wads- 
worth, also an assistant general 
manager, is to assume charge of 
the Quebec region of the bank 
with headquarters in Montreal. Mr. 
Wadsworth has been with The 


Canadian Bank of Commerce since 
1928, serving at a number of 
branches in Ontario and at the 
bank’s head office. Following a 
period of five years as an assistant 
manager of the main Toronto 
Branch, he was appointed in 1950 
as superintendent of the bank’s 
branches in Alberta with headquar- 
ters in Calgary. Since 1953 Mr. 
Wadsworth has been assistant gen- 
eral manager of the bank at its 
head office in Toronto. 


NASA Convention 


Standard securities legislation to 
cover the whole of the continent 
may be one of the results of the 
National Association of Securities 
Administrators Convention held in 
Vancouver and in Victoria last 
month. 


Presidents of ten major stock 
exchanges in the United States and 
Canada attended the first conven- 
tion to be held outside the US in 
the organization’s 38-year history. 
They covered a wide field of sub- 
jects, and it was generally agreed 
that the sessions should bring about 
not only improvements in the regu- 
lations governing the securities 
business but a better harmony and 
co-ordination in such regulations 
between Canada and the US. 

American delegates were optimis- 
tic in their references to Canada. 
Edward T. McCormick, president 


G. KEITH FUNSTON 
Credit is the key. 



































































































































































aT 
NATIONAL CITY BAAR 
of New York 






59 Branches Overseas 





Bond Portfolio Analysis 






Personalized Service 










of the services 
you want... through 
First National City’s 
correspondent services 


Want credit information fast? First National City maintains 450,000 
active credit files—one of the world’s largest sources of credit data. 


Want overseas banking service? We have 59 overseas branches—more 
than all other U. S. banks combined. 


Need bond portfolio management? The same seasoned staff that super- 
vises our own portfolio is available to serve our correspondents. 


Special industry information? Personnel assistance? Advice on operating 
problems? Name any phase of correspondent service—you’ll find it at 
First National City, and always with important plus features. That’s 
why more and more banks are naming First National City their New 
York correspondent. How may we serve you? 


DATA-READING MACHINE, shown 
here, which can work from source 
material, was developed by our 
Research and Development De- 
partment in cooperation with the 
Burroughs Company. Experiences 
and findings of our specialists in 
this field of bank automation are 
available to our correspondents. 


Head Office: 55 Wall Street, New York 


Around-the-clock Transit Service 


Dealers in State and Municipal Bonds « 


BANK EDITORS George B. 
Roberts and Norris O. John- 
son, Vice-Presidents, and Alan 
H. Temple, Executive Vice 
President, plan issue of First 
National City Bank Monthly 
Letter on Business and Eco- 
nomic Conditions. In addition 
to this Monthly Letter (read 
by 250,000 leaders of finance, 
government, industry and 
education), these officers head 
the Bank’s Economics De- 
artment, whose research is 

elpful to bankers making 
long range plans. 


FIRST 


73 Branches in Greater New York 


Collections « Credit Information 
Complete Securities Handling Facilities 
Participation in Local Loans 
World-Wide Banking Facilities 





Complete Metropolitan New York Branch Coverage 


Member Federal Deposit insurance Corporation 



















of American Stock Exchange, 
pointed out, for instance, that US 
investment in Canada had grown 


| from $5 billion nine years ago to 


$9.5 billion last year. 
For Canada to assume her right- 
ful and prominent position among 


| the producing industrial nations of 


the world, said Mr. McCormick, a 
vast and constant flow of capital 
would be required—an amount 
that would pale into insignificance 


| the sum invested during the past 
| postwar period. 


Keith Funston, president of the 


| New York Stock Exchange, stressed 
| the role played. by credit in the 


stock market. Mr. Funston observed 


| that the securities industry accounts 


for 25 per cent of the $4.5 billion 
in market credit borrowed from 
banks, while the public employs 


| about 55 per cent for its investment 


business. In using borrowed money, 
he explained, the securities in- 


| dustry is doing much as the corner 
| businessman does—borrowing to fi- 


nance temporary needs, to build in- 
ventory and obtain working capital. 

“Credit is the key to the under- 
writer’s ability to launch a new 
stock issue,” said Mr. Funston. “It 
is the dealer’s capacity to maintain 


| his inventory, the broker’s ability 
| to finance his customers’ cash and 


margin transactions, and the spe- 
cialists’ ability to provide an orderly 
market.” 

He added that the US pool of out- 
standing credit is about $350 bil- 
lion exclusive of government debt. 
The stock market accounts for only 
1.3 per cent of this total, but this 
amount is “important to the econ- 
omy out of all proportion to the 
dollars involved.” 

Professor Louis Loss of the Har- 
vard Law School, whose views are 
expected to have an important bear- 
ing on the preparation of new se- 
curities legislation, said his 


| proposals probably would go for- 


| 


ward to state legislatures in the 
1956-57 sessions. 


But, he warned, every state in the 


| US except Nevada and Delaware 
| has a securities act, and these acts 


“have been growing up like little 
Topsy over the years. There’s 
nothing harder than law reform 
and we don’t expect all the states 
to accept all the recommendations 
straight away. It might take 10 
years in some cases.” 
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Canada’s Youngest 


There’s a new name in Canadian 
banking—at least on Bay Street in 


Toronta of your customers 


Canada’s youngest bank, the 2 
Mercantile Bank of Canada, opened appreciate the 
its first Toronto branch last month. 
Located at the corner of Bay and 


Wellington Streets, the bank will convenrence of N CB 


offer a full banking service—but its 
specialty is foreign trade. Travelers Checks 


The Toronto branch is the third 
established in Canada since the 
Mercantile Bank was incorporated 
in March of 1953. The first branch Oe = AND EVEN MORE do 
was opened in Montreal last Decem- I <2 a . we they appreciate the fact 
ber, with a Vancouver branch enenns GRE : ® that these checks are uni- 


: “4 . versally accepted wher- 
opened last year. ever they go. It’s a fine 


; thing to give them this 
The Mercantile Bank is a sub- . protection in advance. 

sidiary of the 100-year-old, power- 

ful Netherlands banking group of 

National Handelsbank, N. V. ” 


Says H. E. Moquette, president of 
Mercantile and managing director 
of its parent: “We do not intend to 


go in for neighborhood banking Safe, spendable National City Bank Travelers Checks, instantly recog- 
with branches all over town and in — > hen Mma buy ee eet eee just me —_ But — 

ss : : the risk of cash, they are refunded in full if lost or stolen. They’re spend- 
small localities. (Mercantile will able currency at hotels, motels, transportation offices, restaurants, service 
limit itself to one office only in each 


stations, stores—here and abroad. 
of Canada’s strategic trade centers.) More and more do banks appreciate the advantage of selling NCB Travel- 
“What the further development ers Checks—they keep the entire selling commission of % of 1%. Heavy 


. : ghia world-wide trade and consumer advertising and promotion create a strong 
of Canada requires, in our opinion, market for NCB Travelers Checks, famous for over half a century. All 
is not another mammoth, but a NCB Travelers Checks advertisements direct readers to buy at banks. We 


medium-sized bank like ourselves, a coae eke ier peur ea an free of charge, including a complete 
which has certain features of its 

own and whose management can 

give full attention to the individual 

requirements of its clients.” 


: WHEN YOU SELL your cus- 

The Mercantile Bank was the tomers NCB Travelers Checks, 
first chartered bank to be authorized you're offering them a real 
i ‘ se travel service that lets them 
in Canada in 24 years. On April 30 relax and enjoy a carefree 
; 4113 trip. raveiers ecKs 
it had resources of $7.7 million. protect the funds they take 
with them just as your safe 


d it It tect thei 
NHA Mortgage Market velaiee iesk hams. ie 
gag 

Canada’s chartered banks are 
starting to sell government-guaran- The FIRST 
teed National Housing Act mort- ' pees a aay ae 5, 
gages. With this move, a new and NA | if re hb nN L ¢ | | » ite x 
more flexible market for this type ; ; 
of investment appears to be shap- | Dh . AY, EU Oe 
ing up. ) 

This development had been an- 
ticipated ever since the entry of 
Canadian banks into the mortgage- © Safe — fully refunded if lost or stolen 
lending business back in mid-1954. 
It is tti der way slowly, ; 
coll A pick = pir d hy caus © You keep the entire selling commission —% of 1% 
months. 

So far, sales haven’t been large— | 
estimated to total about $25 million 
—but they are consider ed the fore- Member Federal Deposit Insurance Corporation 
runner of an active and important 
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REMEMBER THESE FACTS: 


© Inexpensive ingurance for travel funds —cost only 75¢ per $100 


© NCB Travelers Checks have been sold for over half a century 


© Customers are directed to Buy at Banks 
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AMERICA'S No. 1 SELLER! 
‘KWARTET’ COIN WRAPPERS 


1 WRAPPER WRAPS 4 DENOMINATIONS 
IN HALF SIZE PACKAGES 


BULLETIN AND DIRECTORY 
BOARDS 





NAME PLATES 
for Doors, 
Walls & 
Desks— 


Cork Boards for 
Posting notices— 


Boards with 
Changeable 
type—each 
letter 
separate— 


Also Boards with Changeable Strip type— 
name embossed on one piece strip— 
Frames in Wood, Bronze, Aluminum, Stain- 
less Steel, or Chrome. Suitable for indoor 
or outdoor purposes. 


Write for Banking Catalog. 


ACME BULLETIN CO. 


37 E. 12 St., New York 3, N.Y. 


A single wrapper designed to wrap pennies, nickels, 
dimes & quarters in HALF SIZE packages. Tapered 
or gummed edge. Printed in 2 colors. Made of 
Northern spruce pulp Kraft for greater strength. 


The €C. L. DOWNEY CO. 





AUTOMATIC COIN 
WRAPPERS 


-+e ARE SO ACCURATE 
MISTAKES ARE IMPOSSIBLE 


Wrap all coins from 1c to $1.00 
so accurately... they're made in 
a special machine that affords 
this unusual precision ..any chance 
of error is eliminated! Patented 
Red Windows, revealing amount 
and denomination... always in 
register... afford ease of visibility. 
Tapered or gummed edge. 


HANNIBAL, MISSOURI 


market in mortgages. 


Such a market would help meet 


| the desire of Canadian banks 


for liquidity in their mortgage in- 
vestments, which currently total 
more than $150 million. It would 
probably lead to broader participa- 
tion by large investors and invest- 
ing institutions in the NHA mort- 
gage field. 

Over-all, banks are estimated to 
be committed to $300 million of 
house-building loans—half of it al- 
ready invested. They will pay out 
the balance as homes are com- 
pleted. 


So far Buyers of mortgages held 
by the banks have been largely 
pension funds. There are some un- 
confirmed reports that US life in- 
surance companies have acquired 
sizable blocks of 54% NHA mort- 
gages from Canadian banks. But 
Canadian banking officials refuse 
to discuss these, except to admit 
that there have been negotiations 
with US interests. 


Almost all sales have involved 
mortgages written at the 54% 
rate. A few blocks of 5%% mort- 


gages have moved out of bag 
hands, while loans carrying the cur 
rent interest rate of 5% have y 
to be sold. 

Canadian bankers consider sale 
to date as “experimental.” They arg 
trying to work out legal and a@ 
counting kinks in an effort to estabs 
lish fair market prices. Demand 
they report, has exceeded supply, 














Banks feel that a good supply of 


mortgages should be kept in theig 
portfolios, because of attractive 
yields. But they have done so 
selling to pave the way for the time 
when they may be anxious to sell 
their holdings for cash because of 
demands for conventional loans. 

They even envision sales to 
Canadian life insurance companies, 
particularly of mortgages on prop- 
erties in small Canadian communi- 
ties. This would only come when 
life firms cannot obtain sufficient 
mortgages on their own to meet 
their investment needs. 

At present, there is ample busi- 
ness for all mortgage lenders. The 
Canadian banks can only sell a 
mortgage after all the money has 
been distributed to the builders and 
the house is completed and sold. 

Two Kinds of Sales. They have two 
courses open in working out the 
sales contract. They can sell mort- 
gages outright (usually in blocks of 
$100,000 and up) to an “approved 
lender” such as certain Canadian 


life insurance and trust companies. | 


These lenders are approved by Cen- 
tral Mortgage and MHousing as 
mortgage lenders and administra- 
tors under the government legisla- 
tion. 

Or the banks can sell to other 
groups like company pension funds, 
US life companies, and other non- 
approved investors. This is the prac- 
tice that has been followed so far, 


it is understood. Under this method | 


the banks must continue to service 
the mortgage—collect the payments, 
etc. 


Here is how mortgage sales have | 


been working: 


—The bank adds 1% to the prin- | 


cipal amount to allow for the work 
it has done in arranging the mort- 
gages. 

—And it charges an annual serv- 
ice fee of one-half of 1% for its 
work in collection, bookkeeping and 
other technical details. 

(Continued on page 39) 
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and why this requires a designer 
who knows the banking business 


Your new quarters will be a business investment. Architectural beauty, 
in itself, is not enough. Your project must return a profit by increasing 
operational efficiency and by bringing in new customers, new accounts. 
This requires a project designer who knows the banking business. 


Today’s trend to drive-in banking, for example, makes it imperative 
for many banks to feature these facilities. Before we begin designing 
such a project, the entire banking operation is analyzed by our special- 
ists. Drive-in facilities are planned not as an auxiliary service, but as 
an integral part of over-all operational functions. 


We have completed more than 3,000 financial quarters projects 
throughout America. On every project, large or small, top designers, 
architects, and engineers combine their talents as a team. Regardless 
of the size of your budget . . . call us in early for consultation. 


i 








ready for your 
planning sessions 


| ce om est. 


the facts, 
ideas, and bank case 
histories include 
in this portfolio 
show you how 
a new quarters 
project can be 
i planned for profits— 
every step of the wi 
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Headquarters: ST. LOUIS, 97 & Sipney Srreets 
Offices in: NEW YORK, 103 Park AvENvUE 
CHICAGO, 333 N. MICHIGAN Avg. 
ATLANTA, WeEsTERN UNION BLDo. 
SAN FRANCISCO, 275 Post Street 
MIAMI, 5204 West FLAGLER 
Operating Outside the Continental U. S. as: 
BANK BUILDING CORPORATION, INTERNA’ 


Operating in Mexico as: ED]FICIOS PARA BANC 


TODAY. 









MAIL COURON 
for your FREE copy of 


BANKER’S GUIDE TO PROFITABLE QUARTERS... 


eee 












BANK BUILDING & EQUIPMENT CORPORATION OF AMERICA 
NINTH & SIDNEY STREETS, ST. LOUIS 4, MISSOURI 









Select your bank’s designer 
with care. Our specialized expe- 
rience covers more than 3,000 
financial building projects. We 
invite you to check our reputa- 
tion and financial responsibility 
... and to visit us in St. Louis 
and take a trip through our 
plant. See how the world’s 
largest organization of finan- 
cial building specialists carries 
through a project from prelim- 
inary sketch to final details 
of completion. 












[_] Send my free copy of ‘“‘BANKER’S GUIDE TO PROFITABLE QUARTERS": 
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MODERNIZED 
QUARTERS 


NEW 
FIXTURES 


MODERNIZED 


BUILDING FIXTURES 
















ithout obligation, please furnish complete information about your organization, its experience and services. 
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However, one hitch to sales has 


{ 
| 


cropped up. Canadian banks aren’t | 
keen to hold the mortgages in their | 
ow!) name. They want to make it | 


plain to the homeowner that some- 
one else has the mortgage and they 
are only giving a service. 

The reason: 
termed a Simon Legree should the 
day come when it is necessary to 
foreclose on a mortgage. Canadian 
banks disliked this possibility since 


A fear of being | 


legislation was first proposed bring- | 


ing them into the mortgage-lending 
business. 


Not Anxious, Either. On the other | 
hand, many buyers—particularly | 


company pension funds—are not 


anxious to have the mortgages in | 


their names, _ either. 
executives do not want the name of 
their firm linked in the public mind 
with a foreclosure. This is one 


aspect which will probably be sort- | 


ed out individually as buyers and 
sellers get more accustomed to the 
operation of the mortgage market. 

Canadian banking officials hope 


that their present attempts at de- | 


veloping an active mortgage market 
will mean a much greater participa- 
tion in mortgage-lending. They 


envision the day when they will be | 
writing a large majority of govern- | 


ment-backed mortgages which they 
will sell in large blocks to life in- 
surance companies, pension funds 
and other investors. At the same 
time, the life firms would step up 
their activities in 
mortgages for apartment buildings 
and other large projects. 


The chartered banks of Canada 
already account for a majority of 


NHA loans—57% with other lend- | 
ers writing 43%. The ratio last | 


year was 40-60. 


New Booklet 
The 1955 edition of the Bank of 


conventional | 


Company | 





Montreal’s booklet, “Funded Direct | 


and Guaranteed Loans of the Fed- | 
eral and Provincial Governments,” | 


has just been published. 


Prepared by the bank’s securities | 


department, the 68-page booklet 
has been designed for use by busi- 
ness executives, municipal and 
estate officers and bond dealers. It 
contains detailed information on 
government securities and related 
tax problems. 
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We cant promise you 
a genie on a magic 
carpet, but..... 


We can expedite your business in Utah 
and the Intermountain West. 

We know our.market. Behind us are years 
of solid banking experience. Our 
personnel has a knack for solving problems. 
How can we help you? 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 


Member Federal Reserve System 





Growing with the Intermountain West 


Member Federal Deposit Insurance Corporation 











Housing Construction 1955 vs. 1925 


How does the current housing boom compare with that of the 
mid-'20s? You get the answer in a study just completed by North- 


western National Life. 


To those who are under the im- 
pression that the current residential 
boom is the greatest in history, the 
family economics bureau of the 
Northwestern National Life Insur- 
ance Company suggests a compari- 
son of current construction activi- 


A switch in time... saves! 


Ordinarily, we like to talk about buying stocks — not 


selling them. 


Because we've always stood for careful selection in the 


first place... 


Because we like to see people invest in stocks that they 


can live with for years... 


Because we never want to be accused of suggesting any 


ties with those that prevailed in the 
“roaring ’twenties.” 

If 1955 fulfills predictions it will 
see construction started on approxi- 
mately 1,300,000 non-farm dwelling 
units by the end of the year. That, 
says the bureau, is a rate of 36 new 


ae 





sale just for the sake of a possible commission. 


Still time does pass, and investment values do change. 


Maybe a stock you bought a year or two ago was the 
best that your money could buy then. 


But maybe that situation has changed. 


Maybe other stocks now offer much better opportuni- 
ties for your investment dollars. 


Keeping abreast of those opportunities here at Merrill 
Lynch is the full-time job of our Research Department, 


a department that analyzes thousands of portfolios each 
year for investors and makes sensible suggestions about 
stocks to buy — and stocks to sell. 


If you’d like their own objective report on the stocks 
you own — an unbiased opinion based only on fact — 
just ask. 


There’s no charge, no obligation. 


Simply address your letter to my attention. 


Watter A. ScuHoii, Department B-50 


MERRILL LYNCH, PIERCE, FENNER & BEANE 
70 Pine Street, New York 5, N. Y. 
Offices in 107 Cities 



























residential units for each thousand 
non-farm families, based on current 
census bureau estimates of 36% 
million such families in our 1955 
population. 


But back in 1925, when there 
were approximately 20 million non- 
farm families in the U.S., 937,000 
non-farm dwelling units were 
started. This was 47 new units for 
each thousand families—a record 
which still stands as the all-time 
peak of residential building activity 
in U.S. history. 


We came closer to matching the 
1925 rate in 1950, when nearly 
1,400,000 new non-farm dwelling 
units were started—a rate of 42 
per thousand for our 1950 popula- 
tion of slightly over 33 million non- 
farm families. 

If it is assumed that 1955’s $14,- 
600,000,000 estimated volume of 
residential construction exceeds all 
past records, the bureau suggests 
that we take another look at the 
“amazing ’twenties.” 


In 1925 total value of residential 
construction was $5,515,000,000. In 
1926 it was $5,600,000,000. But those 
were far bigger dollars than we are 
using in 1955. 


Residential construction costs to- 
day are more than two and a half 
times 1925-26 costs. A dollar built 
as much in 1925 as $2.60 builds to- 
day. Adjusted to this rise in prices, 
the physical residential volume of 
1925 would cost $14,299,000,000 in 
.1955; the 1926 volume would cost 
$14,370,000,000. That is almost a 
match, in sheer physical volume of 
residential construction, for our 
estimated 1955 volume—but built 
by a population of 20 million fam- 
ilies, compared with our 36% mil- 
lion families of 1955! 

Thus the adjusted value of non- 
farm residential construction in 
1925 averaged $715 (1955 dollars) 
per U.S. non-farm family. If we 
achieve the hoped-for $14,600,000,- 
000 worth of new housing in 1955, 
the average will be $400 per non- 
farm family. 

The report goes on to point out 
that it is only in the category of 
single-family dwellings that we 
have surpassed the building rate of 
the mid-1920’s, when apartment 
construction accounted for a much 
larger proportion of total residential 
building than it does today. 
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Corporate Bonds & Stocks 


By A. M. Youngquist Jr. 





The economy will be subject to strong inflationary pressures for some time 
to come--regardless of which political party wins out in 1956. That's the 
consensus of ABA Conventioners queried by this magazine soon after the severe 
market break of the 26th. 

Their reasoning: Even though a Democratic administration--if one should get 
in--might create a less favorable climate for business, it would go to great 
lengths to keep the economy humming. Its weapons: cheap credit, pegged Government 
bond prices, tax cuts for individuals, increased Federal spending, high, rigid 
farm price supports--all inflationary. Under similar circumstances, the present 
Administration probably would resort to some of these same stimulants, though 
with different emphasis and more restraint. 


News of President Eisenhower's heart attack came at a time when the market 
was_in highly vulnerable position. 

Stock prices--as measured by the SEC index of 265 issues on the Big Board-- 
had risen 22 per cent since the first of the year, 74 per cent since the start of 


1954. At no time had there been an important shakeout. 


The market also seemed to be ignoring recent tighter-money moves by the Fed. 
The result of all this, as readers are well aware, was the worst one-day 


plunge (in points) since 1929. 


As Mr. Eisenhower's condition improves, the market can be expected to return 
its attention to the excellent outlook for earnings and dividends and to the 
degree of restraint imposed by the monetary authorities. 


Public utility financing picked up-a bit last month with four debt issues 
coming to market (compared with only two in August). 

Reception was mixed as investors continued choosey. For example, $17 million 
Ohio Power firsts met good reception while $40 million Columbia Gas System debs. 
offered the following day moved sluggishly. 

The Ohio Powers were priced to yield 3.32 per cent--12 basis points above the 
original yield on a like-rated offering of $15 million Oklahoma Gas & Electric 
bonds in June. Also illustrative of the recent price erosion was last month's 
offer of $15 million Utah Power & Light obligations, which were priced to yield 
3.50 per cent. A comparable issue of $12 million Georgia Power firsts was 
marketed in May at a 3.32 yield basis. 


Slated for distribution this month are $30 million Southern Bell Tel. debs., 
$8.5 million Worcester County Electric bonds, $15 million New York State Electric 
& Gas Bonds and $15 million Long Island Lighting obligations. 

Expect Baltimore & Ohio's deftly-managed public offering and exchange offer 
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to become something of a pattern for future railroad debt consolidation programs. 
B&O was assured of success in its record ($280 million) deal when sales and 

exchanges topped the required 75 per cent mark before the Sept. 19 deadline set 
by the bankers, who then took down the unsold balance for their own account. 


The New York Stock Exchange has just completed its study of the market 
activities of banks and trust companies. Following are highlights from the 
study, which was based on a two-day (June 8 & 15) survey: 

*Roughly 40 per cent of all institutional volume on NYSE is handled through 
commercial banks and trust companies--and their share is growing. 

*Activity on behalf of personal trust funds accounts for the largest single 
portion (about 26 per cent) of bank transactions. Pension funds (16 per cent) 
rank second, estates (13 per cent) third. 










*Bank and trust company fiduciary transactions are almost twice as impor- 
tant to the market as their agency activities. 
























*Banks acting as trustees exercise full or partial investment discretion 
over 88 per cent of their personal-trust-fund share volume, 97 per cent of their 


estate share volume, 95 per cent of their common-trust-fund share volume, 98 per 
cent of their pension-fund share volume, and 83 per cent of their profit- 
sharing-plan share volume. 





*The location of institutional customers served by banks extends far beyond 
the cities in which the banks are located. For example, only 15 per cent of 
total share volume transacted through Boston banks was for customers in that 
city; about 27 per cent of the share volume reported by New York City banks was 
for customers outside the Middle Atlantic region. 
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Latest Month Year 
Report Earlier Earlier 
Loans for Purchasing or Carrying Securities (In millions of dollars) 
Weekly reporting member banks in leading cities: 
To brokers and dealers (incl. US Govts.)..........2,3591 2,413 1,999 
To others (incl. US Govts. )ccccccccccccccccccvcscccel, cue 1,189 932 
Weekly reporting member banks in New York City: 
To brokers and dealers (excl. US Govts.)..........1,537 1,694 1,090 
To others (excl. US Govts. )eccccccccccccccccccecee 441 444 343 
Weekly reporting member banks in Chicago: 
To brokers and dealers (excl. US Govts.).......... 164 130 118 
To others (excl. US Govts.)ecccccccccccccccccccecee 117 117 82 
Jan.-July Jan.-July 
1955 1954 
Corporate Securities Offerings by Industry (In thousands of dollars) 
Manufacturing. cccccccccccccccccccccccccscccccccccccecs ety 008,612 1,418,343 
Miming. .cccccccccccccscscccccccctesessesccccccccceccces «257,875 311,522 
Blectric, BaS and watePrecccccccccccccscccccccsccccccececet, 409,901 2,500,472 
RALLPOad..ccccccccccccccccccccccccccscccccccccccccccese 217,649 177,362 


Wee  REOMEBOPCACTONs Vccdvicccccosesescetsteccstcceacsccnse 148,048 








202,113 
COMMUMICHELOM. cecccccccccvcecccecececscecccesiccccecooe §6256,9884 142,379 
Financial and real estate (excl. investment companies).1,141,359 600,173 
Commercial and other.cceccccccccccccccccscccccccccccccce 296,995 161,300 

Total corporate offeringsS....ccscccccsesessveeseseed, 746,762 5,513,665 
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~ INSURANCE 
Showcase vaults, volume transactions 
over open counters free of bars and ‘COMPANY 
grille work, and other present-day banking ) 
conveniences require up-to-the-minute into which has been merged 
protection. In supplying blanket bonds and 
other types of insurance to meet these 


THE UNITED STATES 


GUARANTEE COMPANY 
changing requirements, we offer a broad 
and intimate knowledge of modern CHUBB & ies! 
protection techniques plus the ability to Managers 

apply fresh thinking to your individual 90 John Street, New York 38, N.Y. 
problems. It is this interest in your problems 

that enabled us to introduce many of the 

protection standards that are today serving 


the leaders of the financial industry. 


UIo Nn DOAN VW NY WwW 
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Modernization Pays Off 


This bank has found that a sure way to attract new busi- 
ness and increase profits is to provide the latest and best 
in equipment and accommodations. 


By PAUL BOSCH 
Vice President, Exchange National Bank, Jefferson City, Mo. 


program cannot be measured 

by its cost. It must eventually 
be evaluated in terms of the in- 
creased dollar volume it has made 
possible; of time and money saved; 
of improved service and increased 
customer satisfaction. 


Like most banks, we have al- 
ways had a modernization program 
whose purpose it has been to en- 
able us not only to keep abreast of 
the needs of our customers, but to 
stay well ahead of them. We ob- 
served a few years ago, however, 
that we weren’t quite managing to 
keep pace with the steadily increas- 
ing demands that were then being 
made on our facilities. 


Te worth of a modernization 


By 1952 we had completed plans 
that were carefully calculated to 
meet our current and anticipated 
needs, and promptly launched a 
building and modernization pro- 
gram giving effect to those plans. 
The results, we feel, have been im- 
pressive. We can cite, for example, 
the opening of 2,478 new accounts 
and a deposit increase of $826,000 
in a single year, taking the total 
from $17,470,000 to $18,296,000 


Cars a Problem 


Predominant among the pi oblems 
confronting us was the still rapidly 
increasing number of automobiles 
and continuing dire lack of space 
in which to park them. The solu- 
tion, obviously, was to provide 
drive-in facilities and additional 
parking space, and both came into 
being in 1954 with the opening of 
two drive-in windows and a nearby 
parking lot for customer use. 

The 6,173 transactions handled 
by the drive-in facilities during 
their first month of operation af- 
fords ample proof of the great need 
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for this service. The diversion of 
this amount of customer traffic re- 
sulted in a reduction of 25 per cent 
in the amount our main lobby was 
called upon to handle; and if the 
drive-ins had resulted in no other 
benefit, this alone would have made 
them very much worth while. 


We discovered, moreover, that 
these drive-in windows were draw- 
ing a lot of new business, and that 
the greater ease with which our 
customers were enabled to do their 
banking encouraged them to use 
more of the bank’s services—a 
further application of the thor- 
oughly demonstrated fact that old 
customers are an excellent source 
of new business. 


The volume of transactions 
handled at the drive-in windows 
increased steadily, and, at the end 





of the first year of operation they 
numbered 101,748, a monthly aver. 
age of 8,479. In April of this year, 
we opened a third drive-in window, 
and in July the three windows re. 
corded a total of 11,350 transac. 
tions, notwithstanding the relatively 
low volume induced by heat and 
vacations. 










While it is impossible to arrive 
at an accurate estimate of the 
amount of new business actually at- 
tracted by the drive-in windows, 
we feel safe in saying that they 
account for at least 40 -per cent of 
the 2,478 new accounts and the de- 
posit increase of $826,000 previously 
mentioned. 

These windows handle all check- 
ing account transactions, along with 
instalment loan and Christmas Club 
payments. Many of our outlying 
merchants arrange in advance to 
have the drive-in tellers supply 
their change requirements and are 
thereby spared a time-consuming 
stop at the main banking room. 

Tellers’ machines installed in 
each cage in 1952 speeded up cus- 
tomer service by about 25 per cent, 
and met with general approval. 
Customers liked the individual re- 
ceipts for deposits because they 
provided positive identification of 
the deposit by transaction number, 
teller’s number, and date. They 
realized, too, that they need feel 
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The bank's three drive-in windows are handling transactions at the rate of 150,000 annually. 
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no concern lest the loss of a receipt 
reveal to anyone finding it the con- 
siderable amount of confidential in- 
formation ordinarily contained in a 
passbook. 


Our tellers found the machines 
to be real savers of time and labor, 
since, in addition to expediting each 
transaction, they greatly facilitated 
the task of balancing at the end of 
the day’s work. And by no means 
the least useful and important of 
the functions performed by them 
was that of providing an air-tight 
audit of all deposits received. 





Adapts to Each of Five Ledgers 


All of the bookkeeping incident 
to the recording of our loan trans- 
actions is handled on an electric 
machine which does the job to our 
own specifications. This machine can 
readily be adapted to the needs of 
each of the five ledgers maintained 
for the various categories of loans 
and its six control registers greatly 
facilitate the whole process of prov- 
ing our work and making up our 
daily statement. The machine is 
especially useful in recording all of 
the entries covering payments on 
our amortized real estate loans, in- 
cluding the escrowed pro rated pay- 
ments of taxes and insurance pre- 
miums. 


































































We maintain in a separate col- 
umn in our commercial loan ledger 
a record of the amounts for which 
the borrower is liable as endorser 
or co-maker. The total of the di- 
rect and indirect liability of a bor- 
rower is thus revealed by a single 
glance at the ledger, eliminating 
any possibility of an oversight lead- 
ing to an excess loan. 

We have found that there is no 













































































Tellers’ machines speeded customer service by os much as 25 per cent and provided on 
air-tight audit of all deposits received. 


adequate substitute for the indi- 
vidually typed and personally 
signed letter as a means of inviting 
new business. No amount of printed 
or mimeographed material will do 
the job as well, and their far greater 
effectiveness makes the added cost 
of the individually typed letter 
eminently worth while. Especially 
is this true if a robot typewriter is 
used. 


We mail out from 75 to 150 such 
letters daily, in addition to our reg- 
ular correspondence, at a fraction 
of the cost of producing that num- 
ber of letters processed in the con- 
ventional way. It is, of course, gen- 
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erally known that letters may be 
produced on robot electric type- 
writers from punched tape at a 
far greater speed than is possible 
by the use of manually operated 
typewriters; and that they may be 
given, at the same time, all of the 
individual characteristics of a letter 
dictated for the special benefit of 
the person to whom it is addressed. 
It is not so generally known and 
appreciated among bankers that 
this is a most effective and inexpen- 
sive means of garnering new busi- 
ness. 


All of the form letters we have 
devised have been punched on tape, 
and one typist handles the entire 
operation. We can do a precise job 
of making them fit the circum- 
stances surrounding the individual 
in question, and can readily adapt 
them to seasonal situations or spe- 
cial events. If there is a need for a 
letter, it is produced; lack of time 
is never a retarding factor. Both 
the typist and the typewriter, more- 
over, are available for whatever 
conventional typing there may be 
to do. 

Perhaps the most productive of 
our robotyped letters are those in 
which we invite newcomers to be- 
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Another Acknowledgement of Leadership. . . 


Alfred Hart 
President 


New Building: 
City National Bank, 
Beverly Hills, California 


Architect and Engineer: 
Welton Becket, F.A.1 A. 
and Associates 

Interior Decoration and 
Furniture Design: 
George Hall, A.1.B. 


Contractor: C. L. Peck 


City National Bank, 
Beverly Hills, California 
Features two 


DIEBOLD-BASIC VAULT DOORS 


Here's a bank that reflects its dedication to community service. City National Bank 
is locally owned and operated ... in a community well known as “home” for 

many nationally recognized leaders of industry and the arts .. . a community 
famous for its high income level. 


Recognized leadership in beauty, style and protection made the Diebold-Basic vault door 
a natural selection for the bank's safe deposit vault. For its own vault the bank 

chose another massive Diebold-Basic vault door. Other Diebold equipment specified 
to make the institution’s banking services complete included two vault ventilators .. . 
police alarm system ... safe deposit boxes ... book vault door... after-hour 
depository ,.. and two panoramic drive-up windows. 


For banking equipment of acknowledged leadership ... write or call Diebold today. 


Di ‘bold’ @ of the World's Finest Bank Equipment 


925 Mulberry Rd., S.E., Canton 2, Ohio 


N-261-DI 
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A New Calculator... A New Principle 


AUTOMATION 





Is at Work on Desks Today 


It is here. Right now. The first figur- 
ing machine that actually opens the 
door to Automation on the office 
desk. Drastically shortens the span 
between problem and answer. Re- 
duces each day’s computing costs 
by a countable margin. 


The new, totally automatic -Monro- 
Matic is the only desk calculator 
with the modern, compact single 
keyboard of tomorrow. It automati- 
cally seeks its own decimal. The 
only one with functional-color con- 


trols. Set the figures, large or small. 
Push a key. Automation takes over. 
This machine controls itself, gives 
the result in a split second. Elimi- 
nates human error. Ask operators 
who-know. They prefer Monroe. 


So far ahead today, the Monro-Matic 
is a preferred investment for years 
to come, an assurance against obso- 
lescence. Monroe Calculating Ma- 
chine Company, Inc. Home office: 
Orange, New Jersey. Branches 
across the nation. 


see MACHINES from MONROE 
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for CALCULATING . 
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PAUL BOSCH 


come customers of the bank. We 
obtain a list of these people from 
our local credit bureau each month. 
This list has grown in importance 

as new industries have come to our 
| area and an increasing number of 
firms have established state or na- 
tional headquarters in Jefferson 
City. The results of this particular 
| mailing are startling. Six out of 
every ten of these newcomers be- 
come customers of the Exchange 
National. 


Other letters are used for the 
purpose of congratulating parents of 
newborn babies and to suggest the 
opening of a savings account in the 
| name of the new arrival, for which 
| the bank will provide the first dol- 
lar. Still others go to customers who 
have closed their accounts. While 
| most such customers are found to be 
| leaving town for one reason or an- 
other, about five per cent of ou 
closed accounts are reopened, and 
we have good reason to believe that 
| these letters contribute substan- 
| tially to that result. They have also 
| caused a few customers to come to 
us with real or fancied grievances, 
and we have been uniformly suc- 
cessful in clearing up the situations 
thus brought to our attention. 





A comparison of modernization 
costs with the dollars-and-cents 
benefits derived from the expendi- 
tures in question can only be made 
by dealing with the cost on 4 
monthly or annual amortization 
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basis. Thus considered, a carefully 
planned modernization program can 
hardly fail to return a very satis- 
factory yield on the amount in- 
vested, along with many plus values 
in the form of greater customer 
and employee satisfaction. 


Taxes A Major CPA Topic 


Two releases recently issued by 
the American Institute of Account- 
ants pinpoint the major role played 
by taxes in shaping present day 
business policy. The first concerns 
a book entitled “Working With the 
New Tax Code,” publication of 
which was recently announced by 
the Institute. It deals with nearly 
100 problems arising under the In- 
ternal Revenue Code of 1954. 


Designed as an aid to all persons | 


concerned with business tax re- 
turns and tax planning, the book is 
based on questions discussed in the 
Tax Clinic of The Journal of Ac- 
countancy since Congress passed 
the new tax law a year ago. It is 


edited by James J. Mahon, Jr., CPA, | 


Philadelphia, who also edits the 
monthly Tax Clinic. 

Among the problems covered are 
those concerning the treatment of 
employee’s nontaxable sick pay, the 
possibility of “bookkeeping en- 
tries” creating taxable income, tax- 
free “spinning off” of real estate 
and tax advantages available in dis- 
count-bond financing. — 

Second of the Institute’s projects 
is a two-day national conference on 
the same subject which it is spon- 


soring in co-operation with the New | 


York State Society of Certified 
Public Accountants, to be held at 
the Hotel Biltmore in New York 
City, October 31 and November 1. 


Theme of the conference will be | 
“Tax Planning in Business Policy.” | 

The conference is designed for | 
business executives who make de- | 
cisions affected by tax considera- | 
tions. It will emphasize tax effects | 
rather than the mechanics of tax | 
filing. Chairman of the conference | 
is J. S. Seidman, CPA, New York, | 


general chairman of the Institute’s 
committee on federal taxation. 
“Working with the New Tax 


Code” is available at $1.50 from the | 


American Institute of Accountants, 
270 Madison Ave., New York 16, 
New York. 
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Let the MAN from MONROE put 


AUTOMATION 
On Your Desk 


The MAN from MONROE at Jackson, 
Miss., Marion J. Brown, isa born civic 
leader. One instance: he helped 
bring Little League baseball to Jack- 
son. He is a seasoned figuring ana- 
lyst, trained in the creed, ‘‘Men + 
Machines=Monroe,” men, of 
course, the most vital. Executives 
turn to him for figuring counsel in 
terms of their own businesses. 


In your city too, there isa Man from 
Monroe, a postgraduate in simplify- 
ing figuring set-ups, realistically and 
objectively. See your phone book. 


FUNCTIONAL-COLOR CONTROLS are now 
added to the many other vital exclusives in 
the Monro-Matic Calculator—red control 
keys for dividing, and green for multiplying. 


see The MAN from MONROE for 


CALCULATING - ADDING - ACCOUNTING MACHINES 
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6th of a Series on Foreign Banking 


‘REPORT FROM JAPAN 


Japan's banking resources still are concentrated in the institutions formerly 









controlled by the Zaibatsu or by the government. Current problem: deflation” 


APAN’S banking system as a 
J whole underwent major 

changes under the occupation 
after the war but as years went by 
the changes effected were found in- 
Compatible with the actual situa- 
tion and a gradual return to the 
old system has been in evidence 
recently. 


In April 1954, the Government 
of Japan promulgated the Foreign 
Exchange Bank Law and under 
this law established a bank which, 
unlike the other large commercial 
banks, was to devote its entire busi- 
ness to foreign exchange transac- 
tions and financing of foreign trade. 
This bank today is known as the 
Bank of Tokyo. It obtained authori- 
zation from the Finance Minister 
and started to function on August 
Ist, 1954. The Bank of Tokyo is a 
successor to the Yokohama Specie 
Bank which before World War II 
handled more than half of Japan’s 
foreign exchange transactions. 


Many Special-Purpose Banks 


The Supreme Commander for Al- 
lied Powers during the early stages 
of the occupation directed the 
Japanese Government to abolish all 
special types of banks which were 
largely controlled by the govern- 
ment and recommended that all 
banking institutions be made into 
private commercial banks. How- 
ever, later when the government 
found it necessary to have its own 
banking institutions in order to 
promote reconstruction of Japan’s 
economy, it set up in December 
1950, the Japan Development Bank. 
The government also promulgated 
the Mutual Bank Law and the 
Credit Bank Law for the purpose 
of giving financial assistance to 
small and medium businesses. The 
Long-Term Credit Bank was later 
organized to make available loans 
on a long-term basis. The estab- 
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lishment of the Foreign Exchange 
Bank Law in 1954 was the latest 
change brought about in Japan’s 
banking system. 

During the past several years, 
the government has been discussing 
possibilities of revising the Bank of 
Japan Law, the Banking Law and 
the Temporary Money Rate Ad- 
justment Law. The main idea be- 
hind such discussions has been to 
restore to the Finance Minister 
various financial and monetary ad- 
ministrative powers which are now 
in the hands of the Policy Board of 
the Bank of Japan (the central 
bank) and also set up anew a sys- 
tem under which commercial banks 
will be able to maintain reserve 
funds for payment. 

The government is also aware of 
many shortcomings found in the 
“trust and banking” (trust com- 
pany) system and believes changes 
have to be made in order to get 
rid of these defects. The role being 
played by the six “trust and bank- 
ing companies” in Japan is ex- 
tremely small compared with that 










*Deposits 
Bank of Kobe 70.6 
Dai-ichi Bank 135.9 
Daiwa Bank 93.5 
Fuji Bank 219.2 


Industrial Bank of Japan 47.24 












Kyowa Bank 124.0 
Mitsubishi Bank 214.7 
Mitsui Bank 1395.7 
Nippon Kangyo Bank 126.4 
Sanwa Bank 199.8 
Sumitomo Bank 192.5 
Tokai Bank 144.6 
Total 12 large 


banks 1 4.1 
Total all banks 2,825.8 
Bank of Tokyo 
*Sept. 30, 1954. 
**March 31, 1954. 


JAPAN’S MAJOR BANKS 
Amounts in Billions of Yen 
(358 yen to $1) 


*Loans & **Foreign Exchange Domestic 
Discounts Liabil. Assets Branches 
66.3 3.3 4.6 173 
141.7 4.4 6.2 96 
92.4 3.6 5.6 102 
199.2 8.8 11.3 183 
190.7 7.4 8.3 11 
100.7 on — 235 
175.8 5.4 7.6 156 
135.3 6.7 10.0 95 
143.4 6.3 8.3 107 
189.1 6.2 9.0 187 
172.5 72 9:5 136 
137.3 Dia 6.8 183 

1,744.4 
785.5 
14.4 25.4 


#143.1 billion Industrial Bank Debentures also are outstanding. 


being played by their counterparts 
in the United States, Britain and 
other countries. 

A prewar policy which called for 
one bank for one prefecture was 
discarded after the war and 11 new 
local banks were established. In 
1954, however, the Finance Min- 
istry adopted a policy not to allow 
establishment of additional banks. 

There are at present 86 private 
commercial banks in Japan. How- 
ever, nearly half of Japan’s banking 
resources are concentrated in 12 
large banks (see table). 

Seven of the large banks—the 
Mitsubishi, Fuji, Mitsui, Sumitomo, 
Daiwa, Tokai and Kobe banks— 
were formerly tied to the monopo- 
listic combines known as the Zai- 
batsu. (The Zaibatsu were broken 
up after the war at the insistence 
of the occupational authorities.) 
Two others—the Industrial Bank of 
Japan and the Nippon Kangyo Bank 
—are former government-con- 


trolled “special” banks, which spe- 
cialized in long-term lending. 
Eleven of the 12 large banks, 
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your American bank abroad... 


Wherever you go—wherever you or your customers do 
business—you'll find Bank of America’s global credit, col- 
lection, and payment facilities there to assist you. With 
overseas branches, traveling representatives, and correspon- 
dent connections in every part of the world, there’s no job 
too small, too large, or too involved for us to tackle. For 
information, wire or write Bank of America, 300 Mont- 
gomery Street, San Francisco, or 660 South Spring Street, 
Los Angeles. Attention: International Banking Department. 


Bank of America 
NATIONAL TRYST AS? ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


BANK OF AMERICA (INTERNATIONAL), New York 
a wholly owned subsidiary 


OVERSEAS BRANCHES: London + Manila * Tokyo * Yokohama « Kobe « Osaka * Bangkok * Guam © Duesseldorf * Singapore 
REPRESENTATIVES: New York + Mexico City * Milan « Paris « Zurich * New Delhi * Havana 
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This advertisement 
tells your 
customers about 
the value of 
quality protection. 
Anything which 
helps keep your 





community on a 
sound financial 
basis is of interest 
to the bank. That’s 
why, so often, the 
banker and the local 
Home Insurance agent 
find it advantageous 
to work together. Why 
not have a talk with 
your HOMEtown 
agent today? 


In th 
more for y 


Alter a fire or other loss it 1s mu 
find out if you have made a mistok 
at least twice a year and take his pro 


ek ad 


td 


Tot 


buy by brand 
e long run, | have found, you get 


That's the only way to bu 


types of protection we.really need 

“On his recommendation, our home, 
insured by The Ho 
company, and that's im 
but if we should, we d rath 


e of m 
“It's quality insurance—ond real peac 


a 


‘ 


our money—make fewer mistakes. 


y insurance, too. 


ch too late to 
e. That's why we talk to our agent 


essional advice on what 


ca 


me Insurance Company 
rtant to us. We may never 
a er be dealing with The Home. 


gung. 


‘yi 


r and other property are 
It's a friendly 
have a |oss, 


ind.” 


Now, See Your HOMEtown Agent 


THE HOME 


ORGANIZED 1853 


FIRE 





A stock compony represented b 


Home Office: 9 


. 


The Home Indemnity 
Casualty 
y over 40,000 


Suse rence Company 


. i. ¥. 
9 Maiden Lane, New York 8, N. 
AUTOMOBILE + MARINE 
Company, an affiliate, writes 


Insurance, Fidelity and Surety Bonds 


independent local agents and brokers 





This advertisement 


appears in color in: 















| yet 





| plus the Bank of Tokyo, are the 


only institutions licensed by the 
Ministry of Finance as “Class-A 
foreign exchange banks.” Another 
21 are designated as “Class-B for- 


| eign exchange banks.” The former 


are authorized to conclude contracts 


| with foreign banks for conducting 
| correspondent transactions, but the 
| latter are limited in their foreign 


exchange handling and act only as 
agents for Class-A banks. 

Growing rapidly in importance 
since the war are the Japanese 
branches of foreign banks. At pres- 
ent four American banks, three 
British banks, two Dutch banks 
and one each from France, India, 


| Nationalist China and South Korea 
| maintain a total of 34 branches in 
| Japan (see table) —almost twice the 


prewar total. 


| War Brings Expansion 


After the outbreak of the Korean 
War, Japanese banks experienced 


| a major credit expansion. The an- 
| nual increase in loans during this 
| period amounted to from 500 to 


600 billion yen. Most of the loans 
made were used by various indus- 
tries to finance inventories and 


| sales; a smaller amount was spent 


on the expansion of plant and 
equipment. 

Between December 1951 and 
September 1953, total sales by 
wholesalers and retailers showed a 
50 per cent increase. In the same 
period, there was a rise of 110 per 
cent in outstanding credit sales. 
Meanwhile, profits made by banks 
rose in every half-year period. 

Then, last year, the Bank of Japan 
adopted a deflationary “high- 
money-rate” policy—and the 
Japanese economy contracted 
sharply. Though this contraction 
generally hit bottom last fall, sub- 
sequent improvement has_ been 
slow. Observed the president of 
the Sumitomo Bank recently: 


“Because the international eco- 


| nomic situation in general has con- 
| tinued firm, Japan, affected by it, 


has witnessed an upsurge of ex- 
ports, the economic situation turn- 
ing generally brighter and out- 
wardly displaying a trend toward 
steadiness. 

“But the fact of the situation is 
that the economic foundation is not 
fully consolidated; business 
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climates varying quite differently 
among industrial categories and 
superiority and inferiority among 
individual enterprises becoming 
clearer. 

“Furthermore, unemployment has 
risen. The Japanese economy has 
, not yet gotten out of the deflation 





























stage.” 

At last report the Bank of Japan’s 

discount rate stood at 5.84 per cent. 
Meanwhile, the average interest 

rate charged on loans by member 


banks of the Tokyo Banking Asso- 
’ ciation was 8.76 per cent; the aver- 
: age rate paid on city bank one-year 
S time deposits was 6 per cent, and 
’ the average yield obtainable on 
4 stocks listed on the Tokyo Securi- 
1 ties Exchange was 8.87 per cent. 


U. S. Dollar Plays Key Role 
Since the war Japan has desig- 
nated four currencies for use in 
1 settlement of foreign accounts. They 
are the United States dollar, the 
pound sterling, the Canadian dollar 


—_— 


s and the Swiss franc. The Canadian 
O dollar was made a designated cur- 
s rency in July 1954 and the Swiss 
- franc in August 1954. The exchange 
d | rate of 360 yen to one US dollar 
it | is used as the basis rate in obtain- 
d ing the arbitrated exchange rates 
of the three other designated cur- 
d rencies. 
y US dollars and pounds sterling 


a are absorbed into a Foreign Ex- 
change Fund Special Account. In 


We were having dinner with a doctor 
the other night and somehow or 
other the conversation got around 
to the subject of bank checks. How 
this happened we'll never know, 
because when we “go out social’’ 
with a doctor we usually stick to 
therapeutics in the hope that we 
| might get some free advice. We 
| mever do because doctors can 
sidestep as cleverly as lawyers. 


Anyhow, this medic said—with no 
prompting at all from us—‘‘Perhaps 
you don’t realize how helpful it is 
to me to receive checks from my 
patients bearing their printed names. 
I used to have to call on the bank 
all the time to decipher signatures 
for me so I would know whom to 
credit. Now, I suppose eight out of 
ten checks I receive are imprinted, 
and you can’t appreciate what a 
convenience it is.”’ 


le We 


CHECK PRINTERS 


WELL WORTH THE EFFORT 


Well, as you can imagine, he didn’t 
get any argument out of us Because 
we experienced that well-known 
glow even before he finished his 
statement. Of course it’s a con- 
venience to him. it’s a convenience 
to anyone who receives a check. The 
name of the writer should appear 
twice on any check, Written to make 
it good . .. printed to make it legible. 
It’s good for the issuer, it’s good 
for the recipient, it's good for the 
bank. And, it’s nice on occasion to 
““discover’’ how good it really is. 


When you know that a product 
fulfills a need, and when from time 
to time you are reassured that it is 
well received, it isn’t hard to sustain 
your enthusiastic selling effort to 
expand its use. Personalized Checks 
are in this category. They are well 
worth the effort. May we work with 
you to help you sell more of them? 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 





other words, US dollars and pounds 
sterling must be sold for Japan’s 
national currency to the Foreign 


Exchange Fund Special Account. | 


However, in the case of Canadian 
dollars and Swiss francs, this pro- 


FOREIGN BRANCHES IN JAPAN 


BRANCHES 
Tokyo, Yokohama, Osaka, Kobe 


Tokyo, Yokohama, Osaka, Kobe 


Tokyo, Osaka 
Tokyo 


Tokyo, Yokohama, Osaka, Kobe 


Tokyo, Yokohama, Osaka, Kobe 
Tokyo, Osaka 
Tokyo 


Tokyo, Osaka, Kobe 
Tokyo, Osaka, Kobe 
Tokyo, Osaka 


Tokyo, Osaka 
Tokyo, Osaka 


e 
‘T 
S. 
cS 
in NAME COUNTRY 
oi Bank of America US 
e First National City Bank of 
d New York US 
mn Chase Manhattan Bank of the 
)- City of N.Y. US 
on American Express Company US 
of Hong Kong & Shanghai 
Banking Corp. Britain 
Chartered Bank of India, 
or Australia & China Britain 
_ Mercantile Bank of India Britain 
it, Banque de I'Indo-Chine France 
x= Nederlandsche-Indische 
n- Handels Bank, N.V. Holland 
e Nederlandsche Handels 
rd Maatschappeij, N.V. Holland 
Bank of China Republic 
: of China 
1S Bank of India India 
ot Bank of Korea S. Korea 
SS 
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COIN WRAPPERS 


COIN 
COUNTERS 


...and other 
coin-handling equipment 


JOHNSON FARE BOX COMPANY 


sbsidiar at 


y eel ad 


Cee tate ed 





Guess I've 
the bank’ 


ee x . 7 Ts 
My job ... well, it’s almost as easy as dropping letters Ic 
into a mailbox. I operate the new Recordak Reliant | °° ™ 
Microfilmer which was just installed last week. appr 


“ load checks and statements by the handful into an “I 
amazing automatic feeder. Fast as I do, they’re photo- trols 
graphed and stacked in sequence in a tray that’s right at abov 
my finger tips. No stooping or reaching—what a conve- unto 
nience that is. ami 


redu 
‘And if two items are accidentally stuck together, 


they’re stopped at the feeder’s throat . . . do not travel , 
into the microfilmer. I can separate them immediately— § °° 8! 
you never miss a picture this way. See that item counter all t 
on the right—it reads 29,000. [’ll bet I got that many | © 
pictures on a 100-ft. roll of film. load 


ee] 


ee 


Something else about this feeder, it straightens out 
statements which are creased or folded and whisks them 
into the Reliant automatically. 


Price quoted subject to change without notice 
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got the easiest job in 






**See the 
*Taped-check Test’ soon”? 






*T could go on raving about the feeder—but there are 
so many other things about the Reliant which a girl 


yreciates. 
ap ; 


“Like having plenty of leg room . . . and all the con- 
trols at my finger tips. And see those access doors right 
above the receiving tray—they speed film loading and 
unloading. Also, lens changing . . . why it takes me only 
a minute or two to switch from photographing at 40-to-1 
reduction to either 32-to-1 or 24-to-1. 




















“| know I’m getting to sound technical—I just wanted 
to give you the working gal’s view. My boss can give you 
all the facts on lowest per-picture cost; exposing dupli- 
cate films; duplex, duo, and standard recording . . . and 
loads of other features. 






“I know he said the Reliant’s the greatest buy today 
. only $1800. The time [ll save in a year alone will 
cover that.” 


**Recordak” is a trade-mark 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


ice 


originator of modern microfilming 
—and its application to banking systems 





RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 


New, illustrated booklet 444 Madison Avenue, New York 22, N.Y. 


gives you the full story 
on every plus feature— i. 
what’s inside as well as 

out. Facts you should know Position 
so that you can compare 
...and get the most for 
your microfilming dollar 


year after year. 


Bank 
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cedure is not required and Japa- 
nese foreign exchange banks are au- 
thorized to hold their own accounts 
of Canadian dollars and Swiss 
francs. In the case of open account, 
Japanese foreign exchange banks 
are not allowed to hold credit or 
debt in their own accounts. Both 
credit and debt in open account 
must be concentrated in the For- 
eign Exchange Fund Special Ac- 
count. 


Must Rely on Foreign Banks 


Before the war, settlement of for- 
eign exchange was largely done by 
the Japanese foreign exchange 
banks through their overseas 
branches. Since the war, however, 
a lack of overseas branches has 
forced Japanese banks to rely over- 
whelmingly on foreign banks for 
such settlements. At present, the 12 
foreign exchange banks maintain 
correspondent business with a total 
of 4,390 head offices and branches of 
foreign banks scattered all over the 
world. 


Major Japanese banks have a 


strong desire to open branch offices 
overseas so that they can be in a 
position to compete with foreign 
banks in the future. The promulga- 
tion of the Foreign Exchange Bank 


PROTECTION 






Federal Reserve Banks, U. S. 
Mints, State Dept., Treasury 
Dept., and most of U. S. Banks 
use Brooks seals. Is there a 
better endorsement? 


BROOKS |omow SECURITY CAP 
RED CAP.,.seals,-with an EXTRA feature--- 


Anyone who bags money knows the value of protection—and there is no better 
protection than Brooks Security Cap RED CAP H Type seal. The lead extension 
against the RED CAP makes it a more secure seal, allows cutting space to remove 
seal from bag. The patented ‘‘H" shape requires less pressure to seal—means less 
operator fatigue! Easily and quickly sealed with Brooks’ SHUR-KRIMP or any 
standard sealing tool. And only Brooks RED CAP secures the cord against slippage. 
Why not see for yourself—samples gladly submitted on request. 


PAT. 2,709,613 


Japanese Bank: a gradual return to the old system. 
































































Law, in fact, has done little to dis- 
courage the leading foreign ex- 
change banks from expanding their 
overseas activities. 


The Fuji Bank, for example, 
maintains overseas offices in New 
York, London and Calcutta. The 
Mitsubishi Bank has a branch of- 
fice in New York and a representa- 
tive office in London. 


However, the Japanese Finance 
Ministry has been following a policy 
of discouraging the foreign ex- 
change banks from setting up over- 
seas branches. 













In order to supply ample foreign 
exchange to the banks, foreign ex- 
change is deposited by the Govern- 
ment. The banks also are assured 
of ample foreign exchange under 
the LUA system in case foreign 
exchange deposited by the Govern- 
ment is not large enough to meet 
requirements. 


Under this system, whenever 
Japanese banks lack funds in set- 
tlement of letters of credit, an auto- 
matic flow of foreign exchange to 
these banks from the Ministry of 
Finance Accounts is made possible. 
Holding of the Ministry of Finance 
Accounts is limited to depository 
correspondent foreign banks but 
the Foreign Exchange Bank Law 
has made it possible for the Bank 
of Tokyo to hold the Ministry of 
Finance Accounts in dollars at its 
head office in Tokyo and the Min- 
istry of Finance Accounts in ster- 
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in September 1954. 

Japanese foreign exchange banks 
prior to the appearance of the Bank 
of Tokyo staged competition among 
themselves but present indications 
are that competition will be be- 
tween the Bank of Tokyo, on 
the .one hand, and foreign ex- 
change banks which formerly were 
controlled by Zaibatsu. on the other. 


Can Businessmen Beat... 
(Continued from page 29) 


lap and the few housing courts that 
do exist are usually sadly inade- 
quate. So once the cure has been 
prescribed and the medicine taken, 
the legal attention to keep the area 
strong and healthy is frequently far 
less than needed. 

The man in the middle-class 
neighborhood seldom contributes 
much help to the cause of slum 
clearance, even though his own area 
may be on the verge of becoming 
a slum section. He usually feels it’s 
someone else’s problem, that he has 
enough worries of his own. Unless 
the situation is explained to him 
in terms of his own self interest, 
the average taxpayer is likely to 
give urban redevelopment little 
concern and no vocal support. Yet if 
redevelopment is to work on a 
broad scale and good neighborhoods 
are to be protected from the ravages 
of blight, the average citizen must 
at least have an awareness of the 
problem and what he’s contributing 
to it. 

One of the most serious barriers 
to effective urban redevelopment is 
the failure of community officials to 
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put redevelopment and renewal on 
a metropolitan basis. Many older 
suburbs are in immediate danger of 
becoming slums, simply because 
people don’t recognize the fore- 
warnings of encroaching blight and 
there is no area-wide plan to stop 
its advance. Long-range metropoli- 
tan planning could save many, a 
suburb that is now on a downhill 
slide. 

Yet with all these problems, peo- 
ple of influence often get impatient 
with the progress being made by 
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We help you 
FIND 
customers 


®e 






with newspaper ad mats, car cards 
and radio spot announcements. 








We help you 
SERVE them 







We furnish all deposit slips, 
signature cards, ledgers, statements. 





More profitable for Banks 








YOU CAN 


to help you win and hold 
checking account customers 


Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 
check sets in the field . . 
Judge for yourself. Write for sample check set. 





Political 
pressures may force complete re- 
vision of plans that were years in 


redevelopment agencies. 


the making or personnel of re- 
development staffs may be trans- 
ferred or even released for the same 
reason. 

These are some of the general 
problems which redevelopment 
groups must face and fight. There 
are dozens more, born of specific 
localized conditions and personali- 
ties. 

But with all the problems, re- 


BANK ON 


. and still cost less. 


X We help you 
SELL them 


with counter and lobby 
posters, folders and 
illuminated displays. 


Vv No initial outlay for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


Vv Personalized plans that feature 
top quality imprinting. 


More popular with Customers 





400 MADISON AVENUE, NEW YORK 17, N.Y. 


NAPERVILLE, ILLINOIS 

























































WHEN YOU WANT 
THE BEST 
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“The Lowest Priced Modern Changer” 


i - Removable top tray 

Exclusive Features: &inside storage box. 
There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 
FACTS PROVE you are getting the most 
dependable changer available. Over 5000 
MP JR’s sold throughout 
the United States and not 
one penny spent for 
factory service. 


SIZE: 8”x10"x6%". Weight 9 lbs. 
Sturdy aluminum — gray m- 
mertone finish. Parts and work- 
manship fully guaranteed. 


NEW! and Low Priced Too! 


“p Streamlined 


BANTAM 


Coin Changer 


This smaller version of the Junior without 
removable top tray measures only 6”x 5” 
x 10”. Top section holds one roll of each 
type coin, including silver dollars. Capac- 
ity $125.00. This guaranteed modern and 
compact machine is an excellent 
space-saver and a bargain buy. 
Smooth operation, trouble-free 
service. 















ONLY 


$4950 


ae D 





BRAND NEW! 
Streamlined 

M, COIN 
HOLDER 


Made for speed and efficiency, this small 5%” x 6%” 
x 5” holder weighs only 4 pounds. Made of alumi- 
num with gray hammertone finish it holds almost 
two rolls of each type coin from pennies to half- 
dollars. It has rubber feet, special grooves to pro- 
tect finger-nails, and a coin capacity of nearly $80.00. 
Popular for small banks, stores and offices. Top sec- 
tion holds ten silver dollars or more 50c 
pieces. 


OTHER MP VALUES 


tg 


Junior Roll out base —$22.50 plus 
MP Stamp Pad & Pen Set—$10.95 no tax 


Modern Products... Moderate Prices 


METAL PRODUCTS ENGINEERING, INC. 





4000 Long Beach Ave., Los Angeles 58, Calif. 
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development projects are “off the 
ground” in many cities. 

In Philadelphia, slum elimination 
has been in progress for nine years. 


| One of the most interesting side- 


lights of their program was the 
“Kighth and Brown” operation, a 
one-block experiment in “self-help” 
rehabilitation. 


The block contained 20 three- 
story brick walk-ups. At one time, 


| they had been lush apartment ac- 
| commodations, but they had dete- 


riorated badly. The main objective 
of the “Eighth and Brown” plan 
was to provide modern apartments 
for 100 families on a cooperative 
ownership basis. 


To buy one of these units, a fam- 
ily was asked to put ten per cent 
down—but not in cash. By remodel- 


| ing the apartments themselves, the 


new owners “worked off” their 


| down payment requirements. Spe- 


cial training was provided in needed 
skills. And the plan worked beauti- 
fully. 


Old board fences were torn down. 
Rubbish has been removed to make 
way for an expansive court in the 
center of the block. One entire 
building was demolished and a 
spanking new apartment went up 
in its place. An old factory is being 
removed. And the number of resi- 


| dents in the block is being reduced. 


Psychological Dividend 


In addition to the economic ad- 
vantages of the self-help idea, it 
has an important psychological 
dividend: a resident is more likely 
to take good care of a home he has 
worked on himself. 


One of the nation’s most ambi- 
tious urban redevelopment cam- 
paigns is underway in Baltimore, 
where a comprehensive area-wide 
plan has resulted in some impres- 
sive dchievements. The city’s Re- 
development Commission has al- 
ready cleared the way for con- 
struction of spacious new apart- 
and a modern shopping 
in a 2l-acre slum area 
known as Waverly. Several other 
large sub-standard areas, notably 
the Broadway section and a 30-acre 
plot known as “Area 12,” are getting 
a face-lifting. Law enforcement by 
the city Housing Bureau of the 
Health Department has prodded 
owners of 6,000 properties to im- 


























prove conditions on their land. which 
The basic unit of operation in the§ be ™&« 
Baltimore project is the neighbor. § these ! 
hood. The Planning Commission has § pand < 
divided the inner city into six com. § sites f 
munities bounded by expressways, | ported 
Each community consists of neigh. 
borhoods which are separated by Help A 
major streets. And each neighbor. Phil 
hood is identified as the service area | and ot 
of an elementary school. Rede-} plans 
velopment campaigns are launched § under 
on a neighborhood scale. This en-§ The fe 
ables rehabilitation workers tof Housi 
concentrate their efforts on rela-} grant: 
tively small areas, but also gives§ cost o 
them an over-all work pattern for} ance 
the entire city. also s 
In Portland, Maine, a 30-acre} volve 
parcel of land known as Bayside} being 
Park is getting the full redevelop- } ing | 
ment treatment. The plan calls for | hoods 
enlargement of an existing play- Ho 
ground and the creation of an in-} auton 
terior park-mall. Certain streets § must 
will be closed and abandoned,§ slum 
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Others are undergoing extensive re- 
pair. Some deteriorated residential 
frontage is to be cleared to provide 
lots for new residences. Structures 
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Picture the name of your bank in en- ban 
during bronze or aluminum... the if 
names of your personnel in handsome 1 
desk plates of the samedignified metal. em 
Let us show you how we can give sur’ 
you the very finest signs, desk plates Hel 
and bulletin boards to suit your every ; 
need . . . at most economical prices. see 
Send for free illustrated catalog not 
QRRTTISEg toc 
bas 
eee ectanere E 
DESK NAMEPLATES bec: 
2°*x10"" lin 7.50 
2vs"x10" two lines of copy 39. a k 
on easel—other styles available con 
“Bronze Tablet Headquarters" bar 
UNITED STATES BRONZE SIGN CO., Inc.|} 3s, 
570 Broadway Dept. BM = New York 12, W. Y. slu 
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which are improperly located will 
be moved. Land left vacant by 
these removals will be used to ex- 
pand adjacent yards or to provide 
sites for houses that can be trans- 
ported from unsuitable locations. 


Help Available If Needed 


Philadelphia, Baltimore, Portland 
and other cities with redevelopment 
plans on the drawing boards or 
underway are getting lots of help. 
The federal government (under the 
Housing Act of 1954) will make 
grants up to two-thirds of the total 
cost of land acquisition, slum clear- 


ance and site preparation. It will | 


also stand two-thirds of the loss in- 
volved in acquiring property that is 


being used improperly and is harm- | 
ing otherwise healthy neighbor- | 


hoods. 

However, this help does not come 
automatically. The government 
must have assurances that a city’s 
slum clearanee program is complete 
and that it has ordinances on the 
books concerning land use, sanita- 
tion, safety and other slum-pre- 
venting measures. The city must 
also demonstrate that it has the 
enforcement power to back up those 
ordinances. 

Many cities are receiving help 
from a non-profit organization with 
the inspired name of ACTION (As- 
sociated Council To Improve Our 
Neighborhoods). This group of 
representatives from industry, 
labor, banking, building and reli- 
gious organizations carries on a 
wide range of urban redevelopment 
educational activities, maintains a 
research bureau and operates a field 
service which will loan out rede- 


velopment specialists when needed. | 
ACTION’s membership includes 
many of the top names in American | 


banking. 

In short, the slum clearance prob- 
lem is a vast one, but it is being 
surveyed and solved in many cities. 
Help is available if cities will but 
seek it out. However, the help will 
not come without a sincere desire 
to correct the situation and a solidly 
based remedial blueprint. 

Businessmen are leading the fight, 
because slum clearance is essentially 


a business proposition. It has be- | 
come a matter of correction or | 
bankruptcy. No city in America can | 
afford the fantastic “luxury” of | 


slums any longer. 
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You'll be doing your customers, your stockholders and your 
bank a great service by looking into the Todd Sort-O-Namic 
System for imprinting and sorting checks. With the Todd 
Sort-O-Namic System your bookkeeping department can 
sort all checks swiftly, accurately, efficiently. There is no 


problem of deciphering illegible signatures. 


Sort-O-Namic cuts check-sorting time in half—reduces 
sorting errors by 85 %—shortens training periods for cen- 


tral proof machine operators as much as 20%. 


If your bank is troubled with mis-sorts, mis-posts, mis- 


filings, Sort-O-Namic is the answer. 


THE TODD COMPANY, Inc., Dept. 8M, Rochester 3, N.Y. 


Please send me complete information about the 
Sort-O-Namic Plan. 


Name of Bank 


Address_ 





ROCHESTER WY NI ainsi encase aan 
SALES OFFICES IN Yq PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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sliding shelf that can be pulled out 
to provide additional surface space 
when needed. 

Conventional as well as heavy 
electric typewriters can be accom- 
modated on the desk which has 
ample space beside the machine for 
working tools. It is built of Ameri- 
can walnut with drawer interiors 
of oak, and is offered in three sizes, 
33 by 60 inches, 33 by 66 inches and 
33 by 72 inches. 

Convenience is the watchword 
with this modern desk which is 
equipped with pedestal drawers on 
either the right or left hand side 
and a top drawer with pen and 
pencil tray. 

The middle drawer is for sta- 
tionery and is divided in half, one 


















Leopold Co. Markets Executive Secretary Desk ae eee 
second sheets, carbon paper, etc., 

The executive secretary desk built by the Leopold Company. and the other side, envelopes. 
shown above is one of a number of Designed by Charles U. Deaton, Off-the-floor design gives the 





patterns in the Document Suite the desk is equipped with a rigid feeling of spaciousness so evident 


ae aes a 8 Se i. ae " 3 saece sin this picture of the desk. 
The Leopold Company, Burling- 
ton, Ia., will be happy to send 
MR. BANKER: further information upon request. 


What ie you aan? 


We have complete files to help you secure 



















whatever service you want. 


We will gladly help you — 


no charge for this service. 


Contact 
THE BANKERS SECRETARY AR Rand B +h 

. n 
Rand McNally & Co., P. O. Box 7600, Chicago 80, Ill. sans Chiat Sabine Sinden 


A new simplified Check-Posting 
System for handling personal 
checking accounts, with posting 
done directly to the check, is de- 





We want information on 

















BANK 


ALUMINUM COIN TRAYS 


FOR WRAPPED COIN 
Installed in more than 10,000 
banks since 1922. 
WRITE FOR CATALOG 
ARTHUR C. TAUCK & CO. 
402 Thorndon St. South Orange, N. J. 


OrriceR 












ADDRESS 
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The All-Purpose 


Burroughs 
Sensimatic 


Bank Accounting Machine 


COMMERCIAL 
BOOKKEEPING 


Here’s a modern bank account- 
ing machine so versatile and fast 
that it’s the equivalent of four 
machines in one. It can shift 
from one job to another with 
just a turn of the job-selector 
knob. And it’s so easy to learn 
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ACCOUNTING 


SAVINGS LOAN 


that even an inexperienced oper- 
ator quickly becomes expert. 


A Burroughs Sensimatic makes 
the most of every working hour. 
In fact, only the hours in a day 
and the volume of work limit the 
number of jobs a Sensimatic can 
do. Here’s new efficiency for 
every accounting operation, be- 
cause its “mechanical brain” ac- 
tually knows all your major ac- 
counting procedures. 


Your nearest Burroughs branch 
is listed in the yellow pages of 


ACCOUNTING 


GENERAL LEDGER 
ACCOUNTING 


the telephone book. Call today 
or write direct to Burroughs 
Corporation, Detroit 32, Mich. 


“Burroughs” and “Sensimatic” are trade-marks 


Ask for our 
new booklet, 
“Record Mak- 
ing Versatility,” 
which describes 
what the All- 
Purpose Sensi- 
matic Bank 
Accounting 
Machine can 
accomplish for 
your bank. 


WHEREVER THERE’S BUSINESS THERE’S 








scribed in a 10-page illustrated 
brochure, released by Remington 
Rand. 

Utilizing Remington Rand’s new 
visible transparent pocket, the 
Check-Posting System _ enables 
banks to gain the advantages and 
operating economies of cycle bill- 
ing, eliminating end-of-month 
workload and overtime expense: 
personnel time savings ranging up 
to 50%. Posting errors are drasti- 
cally reduced up to 80%: misfiling 





and charges to wrong accounts are 
virtually eliminated. Positive sig- 
nature and amount verification are 
provided at each posting. Accurate 
day-to-day posting is assured with 
a complete automatic audit each 
month. Accurate monthly state- 
ments help improve customer re- 
lations. 

Available with either insulated or 
uninsulated equipment, with check- 
posting desks housing 2,000 ac- 
counts per unit of 10 trays, this 


BUY ACE STAPLING EQUIPMENT 


ACE..the world’s finest Sta- 

pling Equipment. Whether you 
choose the PILOT, ACELINER, or 
any of the other fine models we 
make, you can buy with confidence. 
For, your ACE Stapler, ACE Staple 
Remover and ACE Staples are de- 
signed and built to work together 
to give you perfect performance 
for a lifetime! 


Pace? invariably recommend 


Ask your dealer to demonstrate 
the different ACE Models. . there’s 
one to meet every need at prices 
to fit every purse. And, they never 
fail, no matter how hard or long 
you use them. 


SOLD THROUGH DEALERS EXCLUSIVELY 


as ACE FASTENER CORPORATION a 
3415 N.ASHLAND AVE., CHICAGO 13, ILL 















system saves space and equipment, 
The number of posting machines’ 
needed are reduced, since addi- 
tional accounts may be easily 
handled by each machine. Efficient 
tray housing saves additional space 
over conventional check handling 
methods. 

Copies of “Check-Posting Sys- 
tem” (X1570) are available by 
writing Remington Rand, 315 
Fourth Avenue, New York 10, N.Y. 


Design, Style Changes Featured 
In Underwood Portables 


Two improved design portable 
typewriters have been int: oduced 
by the Underwood Corporation. 

Suntan and copper’ two-tone 
color styling and an extended paper 
support are features of the cor- 
poration’s Deluxe Quiet-Tab port- 
able typewriter. Its lower-priced 
companion, the Universal Quiet- 
Tab, is offered in a blue and grey 
color combination. Both machines 
come in streamlined contrasting 
two-tone carrying cases. 

These new model portable type- 
writers also have improved car- 
riage rail construction for writing 
accuracy and greater ease of opera- 
tion. 

Among the many big machine 
features the two portable models 
offer are: exclusive Key-Set tabula- 
tion, single, double and triple spac- 
ing, See-Set margins, automatic 
ribbon reverse, push-in variable 
line spacer, balanced segment shift 
and a margin release key that con- 
trols both the left and right mar- 
gins. 

Additional information may be 
obtained from the Underwood Cor- 
poration, One Park Avenue, New 
York 16, N.Y. 


This Handy Hat, Clothes Brush 
Can Help Promote Your Bank 


In searching for small premiums 
for their customers, banks might 
well consider this handy little 
clothes and hat brush that lends 
itself so easily to bank promotion. 

About the size of a change purse, 
the brush, offered by Good-Will 
Products Manufacturing Company, 
can be carried conveniently in purse 
or pocket. It has a pliable leather 
textured back that provides ample 
space for effective imprinting and 
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a face of white foam composition. 

The brush removes dust, lint and 
hair in a jiffy and when soiled can 
be quickly and easily washed clean 
in soap and water without harm- 
ing it in the least. 

Built to withstand rough usage, 
the brush features a plastic sheet 
covering to protect the bank’s im- 
print. With this added protection, 
the institution’s name and message 
can never be washed or rubbed off. 

Address Good-Will Products 
Manufacturing Company, 40 East 
23rd Street, New York 10, N.Y., for 
additional information. 


A Motor Bank Study 


Diebold, Incorporated has an- 
nounced its readiness to mail to 
bankers, architects and bank build- 
ers who are seeking solutions to the 
many problems presented by the 
generally prevailing lack of ,ade- 
quate parking space, a copy of 
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“Motor Banking,” a 154-page il- 
lustrated management study that 
is reported to be the most authori- 
tative treatment of the subject ever 
published. Over 40 plot-plans and 
case histories show how motor 
banking facilities have been planned 
successfully for a wide range of 
building and location situations. 
The study is supported by re- 
search data and statistical analyses. 
Case histories were selected to 
represent typical conditions en- 
countered when planning drive-in 





and walk-up services for existing 
as well as new buildings. As a 
further aid in translating results, 
the study contains a statistical re- 
port giving pertinent data regard- 
ing every bank reviewed, including 
amount of assets, urban population, 
estimated number of automobiles, 
and per family income. 

As a guide for those actually 
planning the installation of motor 
banking facilities, the study in- 
cludes (1) an independent survey 
citing the reasons given by banks 
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Floor Plan of an Actual Filing 
Area Before installation of 
the Visi-Shelf Filing System 


Floor Plan after Installation 24! 
of the Visi-Shelf Filing System | 


WITH DOORS > 


For Maximum Record Protection 


For Greatest Record 
Accessibility! 


HERE’S HOW THE VISI-SHELF 
SYSTEM CAN SAVE YOU 
SPACE —TIME— MONEY 


IN HALF THE SPACE! 





and 


This area was occupied by 196 four drawer letter filing cabinets with 
a filing capacity of 784 drawers or 20,776 filing inches. 


[jo EJo CLJo [Jo 


[Jo Lio Ljo [)p 





More Than Holl the Filing Aree Recovered for Other Use! mene 35! 2)! | 
90 Visi-Shelf Filing Units, occupying less than half the original filing 

area, hold all of the records previously filed in the entire filing area! 

These units, with a filing capacity of 25,380 filing inches offer 4,604 

more filing inches —an increase of 25% in filing capacity. 











PS ee a eS OS OOS 28 ee a 

ours Gee « Visi-Shelf File, Inc. BM-10 4 

Send for full details of this remarkable & 105 Reade Street New York 13, N. Y. i 
new Filing System! s Please send free catalog describ- : 

5 ing the new Visi-Shelf Filing System. ' 

a ft 

APS e eee eee ene Nome ------—-————-—---~~ ~~ : 
: . UN ssh ics spin ols tne eins aw nto ; 

105 Reade St., 4 RR CAA erate : 

New York 13, N. Y. : A Rene lees laa eS a 
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BEST SELECTION 
BANK SUPPLIES 





See your NEW 1955-1956 
ABBOTT CATALOG. Dozens of 
helpful new items. Write to: 


AA13 13 © We 


COIN COUNTER COMPANY 


143rd to 144th Sts. and Wales Ave. 
New York 54, N. Y. 
Phone: LUdiow 5-1200 ” 





















ALUMINUM 
AND BRONZE 
better quality SIGNS 
——— 6 ——— —_——__—_—~ — 
ey: ori 7 f 





















Financial institutions from coast to 
recognize the superior quality 


coast 
of NEWMAN products, and buy 
economically from us .. . foremost 
manufacturers since 1882. 
WRITE for our new 
folders and suggestions. 


NEWMAN 


BROTHERS INC. 
666 W. 4th St., Dept. “B”’, Cincinnati 3, O. 
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| gathers up to 





installing them, how they have won 
customer approval, and what results 
were obtained, and (2) a Diebold 
analysis of allowances that must be 
made for size, turning radius, clear- 
ances, etc:, of modern automobiles. 

For a copy of the study, address 
Diebold, Inc., Canton 2, Ohio. 


How Small Can a Mailer Be? 


A new folder published recently 
by Inserting & Mailing Machine 
Company tells the story of what 
mechanization meant to one small 
mailer. 


Titled “How Small Can a Mailer 
Be?”, the folder has a comparative 
study of hand method and mech- 
anized mailing fulfillment by Blue 
Cross Hospital Service of Kansas 
City, showing that. their new In- 
serting and Mailing Machine will 
pay for itself in 3 years, even if it 
is used only 5% hours a month. 


The machine used by Blue Cross, 
six enclosures of 
varying size, stuffs them in en- 
velopes, seals, meters postage or 
prints indicia, counts and stacks. 


| Other machines handle as many as 


eight enclosures at speeds as high 
as 4,500 pieces per hour. 

A free copy of this report may be 
obtained from Inserting & Mailing 
Machine Company, Phillipsburg, 
N.J. 


Table-Top Collator Handles 
Small Volume Work Easily . 


A new, advance styled portable 
Table-Top Collator, which incor- 
porates many of the operational 
and design improvements developed 
for the larger floor models, has been 













added to the new line of Thomas 
Collators. 


Specifically designed to meet the 
needs of the smaller office, where 
the volume of collating does not 
warrant investment in a heavier- 
duty floor model, the new unit ac- 
commodates 8 sheets and requires 
only 16 by 29 inches of desk space. 








With the portable, one operator 
is able to assemble duplicated 
sheets into sets approximately 100% 
faster than by old-fashioned hand 
assembly methods. 

The new Table-Top’s exterior 
casing features rounded corners 
and an attractive mar-resistant gray 
hammertone finish. 


A further contribution to effi- 
cient operation is the exclusive 
Rotating Feed-Finger. This device 
provides a more positive operation 
of the unit in the following man- 
ner. After pages to be collated are 
stacked into the bins, the Rotating 
Feed-Fingers rest on the top sheets. 
A hand lever, which can be located 
on either right or left side of the 
unit, controls the collating cycle. 
When this lever is moved forward, 
the feed-finger slides out the top 
sheet of each stack where they are 
grasped by the operator and placed 
into a gathering tray directly below 
the unit. All papers pass before the 
operator for her inspection, thus 
eliminating the possibility of 
blanks or misprints slipping 
through. 


Table-top together with a new 
line of Single-Pedal and Double- 
Pedal floor models and optional 
equipment to convert any floor 
model to an electrically driven unit 
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NEW 


VISIBLE 


CHECK-POSTING SYSTEM 


makes personal checking account bookkeeping 
more efficient... more profitable 


This new VISIBLE system of Remington Rand not only 
completely eliminates the daily posting of either ledger or 
statement sheets...but it has the unique new Remington 
Rand VISIBLE feature — account names remain visible (see 


illustration)... making for instantaneous finding of the ac- 


count pocket. Postings are made direct to the face of the 
check or deposit slip and settlement for the day consists of the 
proof that the proper amount of checks and deposits have 
been posted. 


Signature, Account Name and Last Posted Item Are All 
Visible In The Remington Rand Pocket 


The signature card is permanently filed under the retaining 
flap at the top of the pocket, leaving the signature constantly 
in view for verification purposes. The depositor’s monthly 
control card, checks, deposit slips and debit tickets are filed 
in front of the signature card in the order posted, so that the 
last item handled is always visible — showing current balance 
at a glance. The 2-year depositor’s monthly control card shows 
the number of items posted and balances, by months. 


Big Operating Economies for Banks 


Banks gain the advantages and operating economies of cycle 
billing. End-of-month workload and overtime expense are 
eliminated. Personnel time savings range up to 50%. Posting 
errors are drastically reduced—up to 80%. Misfiling and 
charges to the wrong account are virtually eliminated. Posi- 
tive signature and amount verification is provided at each 
posting. Substantial savings in space result from the reduced 
number of machines and personnel. 


Fire Protection at Point-of-Use 


This newly designed certified insulated desk houses 2000 ac- 
counts per unit of 10 light, durable, aluminum trays. These 
2000-account units are ideal for any number of accounts for 
either large or small banks... also, as a unit for expansion. 

Also available is our new uninsulated Check-Posting Desk 
which accommodates 20 trays. 

Get full particulars today on this new system. Ask for new 
illustrated folder—X1570—“Remington Rand Check-Posting 
System.” Write Room 2028, 315 Fourth Ave., New York 10. 


Remington. Farad. 


DIVISION OF SPERRY RAND CORPORATION 
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are marketed by the corporation. 
An illustrated brochure on the en- 
tire new. line may be secured by 
writing directly to Thomas Colla- 
tors Inc., Dept. M, 50 Church Street, 
New York 7, N.Y. 


A Key to the Past 
One Hundred Years 


The Centurion is the name of a 
pocket size day and date calculator 
and perpetual calendar marketed 
by the Green Bay Engraving and 
Lithographing Co., Green Bay, Wis. 

Lithographed in three striking 
colors, the calendar is attractive as 
well as very useful. When a quick 
answer concerning the day of the 
week in any year during the past 
one hundred years is needed, this 
handy folder can provide it. 


““Key-Hole”’ Signals Give 
Deposit Box Info At a Glance 


Through the use of this unique 
system of “‘key-hole”’ signals offered 
by the Hampden Manufacturing 
Company, Inc., safe deposit vault 


An installation of Remington Rand Victor counter height file 
cabinets at the Titusville Trust Company in Titusville, Penna. The 
installation consists of six insulated check files together with a 
counter top. The system is guided by Victor name guides. 


managers can make their work a 
great deal easier. 

Operation of the system is sim- 
plicity itself. Spring brass clips or 
keys with colored or plain brass 
heads and previously designated 
meanings are inserted in the key- 
holes of boxes to bear special 


watching. The spring brass prongs 
of the key are slightly compressed 
when the key is in signal position, 
and as a result will hold firmly 
until the key is withdrawn. Signals 
may be used over and over again. 

Signal keys are available in 
either of two styles, K with the 
7/16 inch head and % inch prongs 
or C with 5% inch head and 1 inch 
prong. 

Six color selections, blue, black, 
green, orange, red and white, are 
marketed by the company. Each 
color represents a different point of 
information, e.g., blue signals in- 
dicate “rent overdue’, white that 
this box is “for rent’’, black that 
the box holder is deceased, etc. 

Signals come 25 in a box, 250 in 
a carton. A minimum order is con- 
sidered to be 25 pieces of one style 
and color. 

Hampden Manufacturing Com- 
any, Inc., 301 E. 4th Street, Plain- 
field, N.J., will gladly send further 
details upon request. 


Adjustable Steel Shelving 
Saves Money, Adds Floor Space 


Open adjustable steel shelving, 
such as that pictured here, has 
saved the Radio Corporation of 


BANKERS MONTHLY 





America, one of its first users, as 
much as 25 per cent in filing-equip- 
ment cost while adding 30 per cent 
more floor space. 

Manufactured by Standard 
Pressed Steel Company, this unique 
filing system permits easier identifi- 
cation of sections and_ greatly 
simplifies filing operations. 

All shelves are equipped with 
label holders as are the ends of 
every bank of units. 

Shelves are spaced at one foot 
intervals. Vertical dividers, extend- 
ing the full distance between 
shelves, are clipped in at four inch 
intervals. 

In the event different shelf or 
divider spacing is needed in the 
future, the one inch centers for 
both shelves and dividers will per- 
mit various alterations to fit filing 
requirements. 

Use of safety ladders makes serv- 
icing the eight-foot high shelves 
an easy matter. 

Address Standard Pressed Steel 
Company, Jenkintown, Pa., for 
complete information. 


EDWIN H. MOSLER, JR., president 
of the Mosler Safe Company, has 
been elected to the Young Presi- 
dents’ Organization. This nation- 
wide organization has 800 members, 
all of whom by the age of 39 became 
presidents of companies with a 
minimum of $1.000,000 a year in 
sales. 
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complete job: 


7 COLLECTS YOUR TIME PAYMENTS .. . actual experience 
shows that Allison Coupon Books are practically 100% 
effective in securing exact payments from normal accounts. 


2 PROCESSES CUSTOMER REMITTANCES . . . coupons are 
ready-made posting media. Coupons handle payments 
faster, easier, more accurately than other methods. 


3 ADVERTISES ALL YOUR SERVICES . . . inserts, placed be- 
tween Allison coupons, carry your sales story for the life of 
the book. Effective advertising to your best customers. 


This complete payment book—doing 3 big jobs—costs 
considerably less than 1% of the average cost per loan. 


Write today for somples and prices. You will receive all the facts on apply- 
ing Allison Coupon Books to your loan accounts. 


ALLISON COUPON COMPANY, INC. 
P.O0.BOX 102 ¢ INDIANAPOLIS 6, INDIANA 


} An Investment 
in Kfficiency 

















E. L. Harrison 


G. Seaver Jones 


E. L. HARRISON, formerly a banker 
in South Bend, Indiana, has joined 
the staff of The Denver National 
Bank as assistant cashier. 


G. SEAVER JONES, since 1939 a 
member of the municipal bond sales 
staff at Bankers Trust Company, 
New York, has been elected an as- 
sistant vice president and has been 
transferred to the Far West Group 
of the bank’s Out-of-town Division. 


HOWARD C. TRAYWICK, ARTHUR F. 
REES, III and R. ELLIS GODSHALL, all 
former officers of the Trust Co. of 
Georgia, are now members of the 
municipal bond department of Han- 
cock, Blackstock & Co. of Atlanta. 


WILLIAM B. BLACK, JR., formerly 
executive vice president of the 
Wichita Falls Chamber of Com- 
merce, has joined the business de- 
velopment department of The Sec- 
ond National Bank, Houston, Tex., 
as an assistant vice president. 


The following promotions within 
the official staff of the Continental 
Illinois National Bank and Trust 
Company of Chicago have been an- 
nounced: WILLIAM F._ BABCOCK, 
ROBERT O’BOYLE and JOHN C. STURGIS 
from assistant cashier to second 
vice president; ALFRED F. MIOSSI and 
PAUL O’LAUGHLIN to assistant cash- 
ier, and ROBERT H. CLEMENTS from 
assistant secretary to trust officer. 


The Bank of California, N.A., 
San Francisco, has announced the 
election of JAMES C. PERCY and 
GEORGE S. PEARCE as assistant cash- 
1ers. 


Formerly a vice president of The 
First National Bank and Trust Com- 
pany of Augusta (Georgia), JACK 
BURTON was elected executive vice 
president. 
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208 SOUTH 


Our wide experience in the 


correspondent banks has given 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 


(Member Federal Deposit Insurance Corp.) 


handling of requirements for 


us the knowledge and 
reputation for prompt, 


complete and efficient service. 
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LA SALLE STREET 





Nelson M. McKernan Keith W. Clague 











NELSON M. MCKERNAN was re- 
cently appointed vice president of 
the Fidelity-Philadelphia Trust 
Company and will assume duties in 
the correspondent bank depart- 
ment. 










KEITH W. CLAGUE, a veteran of 38 
years in the banking industry, has 
been elected vice president and 
cashier of the San Diego Trust and 
Savings Bank. 


































Grant Keehn Frank D. Terry 


GRANT KEEHN, an executive vice 
president of The First National City 
Bank of New York was recently 
given the additional title of assist- 
ant to the chairman of the board. 
At the same time FRANK D. TERRY 
was appointed vice president in 
charge of the newly formed Finance 
Companies Department in the Do- 
mestic Division’s “Special Services 
Group.” GEORGE L. CHILDS, HENRY E. 
PHILIPP, DANIEL D. DICKEY and 
JULIEN L. MCCALL have been named 
assistant vice presidents. ELLIS E. 
BRADFORD, A. EDWARDS DANFORTH and 
GERALD B. MURPHY are now assistant 
cashiers. New assistant department 
heads in the Public Relations De- 
partment are SIDNEY A. DA COSTA, 
PHILEMON N. HOADLEY and ROBERT- 
SON PAGE. 
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A “Sesqui-Centennial Exhibit” 
marking the 150th Anniversary of 
the Farmers National Bank of An- 
napolis was held in its banking 
house from September 12 through 
September 30. 

















Paul C. Parker Raymond P. Larkin 





e- From the San Francisco head- 
of quarters of the Bank of America 
St comes word of the appointment of 
in PAUL C. PARKER as the bank’s repreé 
‘t- sentative in the Middle East, with 
an office in Beirut, Lebanon. Mr. 
Parker is a former U.S. Treasury 
38 Department and Ford Foundation 
as executive with broad Middle East- 
nd § ern experience. 
nd 


Other official changes at the Bank 
of America include the promotion 
of KENNETH M. JOHNSON, to the rank 
of vice president and counsel. RALPH 
W. FELLMAN, a former assistant vice 
president in the corporation and 
bank relations department, was 
made a vice president. RAYMOND P. 
LARKIN has been appointed Wash- 
ington representative, .succeeding 
ROBERT T. SHINKLE who is returning 
to the bank’s San Francisco head- 
quarters. ERNEST L. STROMBERG was 
advanced from manager of the 
Arcata branch to assistant vice 

















ity president, and was succeeded in his 
ms former position by ROY STEWART. 
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rd. ; 

ail CHARLES P. NEIDIG, chemical spe- 
5 cialist, and FREDERICK A. OESER, 
in : : 

“a representative on the American 
* Stock Exchange, last month were 
as admitted as general partners of 
/ White, Weld & Co. FRANCIS KERNAN, 
me a general partner for 20 years and 

an expert on the natural gas in- 

ed pce 

“ dustry, became a limited partner 

5 and consultant. 
ind 
ant J 
ant The Northwestern National Bank 
es of Minneapolis has announced the 
TA promotion of seven officers. WILLIS 
va F. RICH was named vice president; 


HENRY DOERR, III, JAMES C. HARRIS, 
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MALCOLM G. PFUNDER, JOHN B. ROSS, 
MARK T. SPINNER and HARRY L, TY- 
SON were named assistant vice 
presidents. 


An anniversary dinner marked 
the 100th birthday of The Dollar 
Savings Bank, Pittsburgh’s oldest 
bank and only mutual savings bank. 


Northwest Security National Bank, 
Sioux Falls, South Dakota, TONY L. 
WESTRA has joined the staff of Cali- 
fornia Bank, Los Angeles, where he 
was assigned to the Public Rela- 
tions Department. 


Newly elected an assistant vice 
president of the Irving Trust Com- 
pany, New York, LESTER F. GRIEB 
will take up duties in its Domestic 
Banking Division. He was formerly 
an executive vice president of the 
Reading Trust Company, Reading, 
Pennsylvania. 


CARL E. OGREN, a veteran of 27 
years with the Midwest Stock Ex- 
change, has been appointed to the 
new office of executive vice presi- 
dent. 
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Australia’s Continuing Development 


MANY AMERICAN BUSINESSMEN ARE DEVELOPING 


AUSTRALIAN INTERESTS 
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country offering good opportunities 


A.N.Z. 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 


Business Development Department 
General Manager's Office: 394 COLLINS STREET, MELBOURNE, AUSTRALIA 


Over 800 Branches and Agencies throughout Australia and New Zealand, 
in Fiji, Papua and New Guinea and in London. 


Arizona's Statewide Bank + 37 offices 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 









Australia is a rapidly growing 


soundly based business ventures. 


A.N.Z. Bank knows Australia thoroughly 
and specializes in providing sound informa- 
tion — both specific and general — for over- 
sea industrialists. 


Write to us for a copy of the Bank’s 114- 
page book: 
“Australia's Continuing Development" 


This publication contains an authoritative 
and objective survey of Australian indus- 
trial and business conditions. Specific in- 
formation on any industry or aspect of 
trade will be supplied on request. 


If it’s about Australia ask 
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A Brussels Drive-In 


That the problem of inadequate parking space is not an exclu- 
sively American one is evidenced by these photographs and an 
accompanying letter recently received from the Banque de Bruxelles. 
Shown above is part of the four-lane drive-in facility that has been 






installed in a group of buildings which form part of the bank’s 
Brussels Office, on rue Bodenbroeck. 











Another photograph shows the various methods of transmission 
employed to assure rapid execution of transactions, viz: the tele- 
vision used for the verification of signatures; the pneumatic tube 














equipment used in handling the transmission of documents and cash; 
and the special telephone equipment providing a means of immediate 
contact with certain departments in the Head Office. 




















































































Bank of America’s RUSSELL G, 
SMITH, executive vice president; ros 
LAND PIEROTTI, assistant to the 
president; TOM B. COUGHRAN, vice 
president and manager of the inter- 
national banking department, and 
DAVID L. GROVE, economist, formed 
B of A’s observer team at the World 
Bank conference in Istanbul, Tur. 
key, last month. 








ALLEN KEEN will assume charge 


















of the Estate Planning Division of 1 
the Trust Department of the Bar 
Tradesmens Bank and Trust Com- to « 
pany, Philadelphia, following his | the 
appointment to assistant vice presi- ADA 
dent. wa 

ope 

According to an announcement wt 
from the Trust Company of Georgia pre 
(Atlanta) ROBERT H. PHILLIPS was me 
advanced to assistant vice president 
in recognition of his increased re- ( 
sponsibilities in the Factoring Divi- vic 
sion, and JOHN W. GRANT, III, was tio 
elected assistant secretary in the cel 
Banking Department. off 

de 

The month of September was de- 
voted to the celebration of its 90th 
birthday by the First National Bank of 
of Portland. “Building Oregon for in, 
90 Years” was the theme of their ha 
program. Di 

JOSEPH D. ROWAN, a veteran of 35 
years in the investment business, or 
will head the new (opened last ee 
month) Valley Stream, Long Is- ti 
land, office of Edwards & Hanly. * 

The Birmingham (Ala.) Trust . 
National ~Bank has recently an- 
nounced the promotion of ELWYN 
COATS NICHOLS and HARRISON SHER- . 
MAN HOLLAND, JR. to the position of ; 
assistant cashier. 

The Anglo California National 
Bank (San Francisco) recently an- E 
nounced the appointment of HARRY t 
GOODFRIEND and FREDERICK W. c 
CLINCHARD as vice presidents. Mr. 8 
Goodfriend and Mr. Clinchard will é 

§ 


also be managers respectively, of 
the bank’s offices at Stockton and 
Seaboard. New assistant managers 
of other branches are: RUSSELL H. 
GRENNING, East Bakersfield; GEORGE 
R. HESTER, Eureka; WILLIAM 5S. 
PFEIFLE, San Jose; ELMO M. SMITH, 
Redding; and GERALD WELLS, Van 
Ness Avenue office, San Francisco. 
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R. William Phelan 


George M. Rorex 


The Citizens & Southern National 
Bank, Atlanta, has announced plans 
to open a New York office around 
the first of the year. ROBERT F. 
ADAMSON, executive vice president 
was named to head the New York 
operation during its first year; R. 
WILLIAM PHELAN, assistant vice 
president will be a permanent 
member of the staff. 


e 


GEORGE M. ROREX, newly elected 
vice president of the Ouachita Na- 
tional Bank in Monroe (La.) re- 
cently assumed his duties as a loan 
officer in the commercial banking 
department. 


WILLIAM L. DEMPSEY, a director 
of The Pennsylvania Co. for Bank- 
ing & Trusts, and EDWARD STARR, III 
have become general partners in 
Drexel & Co. of Philadelphia. 


The advancement of PHILIP P. 
ODENWALDER to assistant cashier was 
recently announced by, First Na- 
tional Bank in St Louis. Mr. Oden- 
walder began his banking career in 
June, 1911. 


HAROLD A. ROUSSELOT has been ad- 
mitted to general partnership in 
Wall Street’s Francis I. du Pont & 
So. 


Word from the Hartford National 
Bank and Trust Company tells of 
the advancement of EDWARD A. 
CHENEY and CHARLES A. LORD to as- 
sistant cashiers, and RODNEY M. GAGE 
and WILBUR H. SMITH to assistant 
secretary. 


National Bank of Commerce, 
Seattle has promoted ANDREW PRICE, 
Jr. from assistant manager of the 
Kirkland branch to assistant vice 
president at the Main office. Other 
promotions include RUDOLPH P. OL- 
SEN, from assistant manager of the 
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The new 


redesigned 
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e Completely re-set in easy- 
to-read type 


e Designed especially for 
faster reference work 


e Telephone numbers 
included 


e Complete foreign 
as well as American 
listings 


e@ Accurately tabulated 
& designed for easy 
comparison of statements 








Brewster branch to assistant cash- 
ier at the head office and EDWARD R. 
MCMILLAN from the investment de- 
partment to assistant cashier. 


MYRON J. GOLDSMITH and ROBERT 
M. WORSFOLD were recently ap- 
pointed assistant secretaries of the 
Manufacturers Trust Company, N.Y. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Oct. 


Nov. 


Dec. 


Jan. 
Jan. 


Feb. 
Mar. 
Mar. 


13-14—Western Regional Trust Conference, St. Francis Hotel, San Francisco 
3-4— Mid-Continent Trust Conference, Rice Hotel, Houston 
1-3—National Agricultural Credit Conference, Morrison Hotel, Chicago 


1956 
16-18—Eighth National Credit Conference, Conrad Hilton Hotel, Chicago, Ill. 
30-31—Regional Savings and Mortgage Conference, Muehlebach Hotel, Kansas 
City, Mo. 
6-8— Midwinter Trust Conference, Waldorf Astoria, N. Y. C. 
5-7— Savings & Mortgage Conference, Statler Hotel, N. Y. C. 
19-21—Instalment Credit Conference, Jefferson Hotel, St. Louis, Mo. 


STATE ASSOCIATIONS 


Oct. 
Oct. 
Oct. 
Oct. 


Nov. 


Apr. 
Apr. 
Apr. 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 
May 


11-12—Nebraska, Cornhusker Hotel, Lincoln 

16-18—Kentucky, Brown Hotel, Louisville 

20-21—Pennsylvania, Trust School, Penn-Harris Hotel, Harrisburg 
23-26—lowa, Fort Des Moines Hotel, Des Moines 
17-19—Arizona, Biltmore Hotel, Phoenix 


1956 
10-12—-Georgia, General Oglethorpe, Savannah 
12-14—Florida, Hollywood Beach Hotel, Hollywood 
22-24—Lovisiana, Roosevelt Hotel, New Orleans 

2-5—Pennsylvania, Chalfonte-Haddon Hall, Atlantic City, N. J. 
3-4—Oklahoma, Skirvin Hotel, Oklahoma City 
3-5—South Carolina, Poinsett Hotel, Greenville 
8-10—Ohio 7, Deshler-Hilton Hotel, Columbus 
9-11—Kansas, Topeka 
10—Delaware, Du Pont Hotel, Wilmington 
11-15—Maryland, Claridge Hotel, Atlantic City, N. J. 
13-15—Missouri, Jefferson Hotel, St. Louis 
13-15—Texas, Statler-Hilton, Dallas 
16-17—1ndiana, Claypool Hotel, Indianapolis 
18-19—New Mexico, Hilton Hotel, Albuquerque 
18-19—North Dakota, Plainsman Hotel, Williston 
19-26—North Carolina, Cruise to Havana & Nassau, SS Queen of Bermuda 
20-22—California, Coronado Hotel, Coronado 
21-23—Arkansas, Arlington Hotel, Hot Springs 
21-23—Mississippi, Buena Vista Hotel, Biloxi 
23-25—New Jersey, Chalfonte-Haddon Hall, Atlantic City 


OTHER ORGANIZATIONS 


Oct. 
Oct. 


Oct. 


10-13—-NABAC 31st Annual Convention, Denver, Colo. 


13-16—National Association of Bank Women, Annual Convention, Westward-Ho 
Hotel, Phoenix, Ariz. 


26-29—Consumer Bankers Association, annual convention, Sans Souci Hotel, Miami 
Beach, Fla. 


. 3l- 


Nov. 3—Mortgage Bankers Association, annual convention, Statler and Biltmore 
Hotels in Los Angeles 


12—The American Safe Deposit Association, executive committee meeting, 
Southern Hotel, Baltimore, Md. 


13-16—Robert Morris Associates, Dallas, Texas 


14-18—Financial Public Relations Association, 40th annual convention, Hollywood 
Beach Hotel, Hollywood, Fla. 


16-18—Association of Stock Exchange Firms, Board of Governors, New York City. 


. 27- 


Dec. 2—investment Bankers Association of America, Annual Convention, Hollywood 
Beach Hotel, Fla. 


1956 
16-18—NABAC Northern Regional Convention, Sherman Hotel, Chicago. 
23-25—-NABAC Eastern Regional Convention, Claridge Hotel, Atlantic City, N. J. 
7-9—NABAC Southern Regional Convention, Hotel Galvez, Galveston, Tex. 
23-26—NABAC Western Regional Convention, Olympic Hotel, Seattle, Wash. 
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‘*Ten gold dollars, please’’... 


A few generations ago, gold and silver were still the only 

currency many people trusted. Now their great-grandsons 

readily accept personal checks. An important part of this change 

was the introduction over 80 years ago of La Monte Safety Paper 
=| for checks. It curtailed the easy practice of check tampering. 
“| Today a large majority of the country’s banking institutions use 
La Monte Safety Papers, the first patent for which was granted 
to George La Monte in 1871. 


Salicceetehnmeentees 


' 

= 3 A Check Paper All Your Own — Thousands of banks and many of the larger corpo- 
soak 1 rations use La Monte Safety Papers with their own trade-mark or design made in the 
me NI paper itself. Such wwp1vipuaLizeD check paper provides maximum protection against 

4. iy i both alteration and counterfeiting — makes identification positive. 

her aod j 

us fe Ask your lithographer to show you samples 
,. . or we will gladly send them direct. 








THE WAVY LINES ® ARE 
A LA MONTE TRADE-MARK 


NUTLEY ~NEW TERSEY 
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ONpalionals De luxe adding machine 


She saves 
half 
the time... 


Boss saves 
all 
the cost. 


Live keyboard* with keytouch adjustable to each operator! 


Saves up to 50% hand motion — and 
effort! Never before have so many time- 


and-effort-saving features been placed on 
an adding machine. 


Every key operates the motor—so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 
to motor bar. 


Keys are instantly adjustable to each 
operator’s touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 


effort. New operating advantages, quiet- 
ness, beauty! 

“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal .. . 
Subtractions in red . .. Automatic Credit 
Balance in red . .. Automatic space-up of 
tape when total prints . . . Large Answer 
Dials . . . Easy-touch Key Action... 
Full-Visible Keyboard with Automatic 
Ciphers . . . Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, payron 9, oxn10 


977 OFFICES IN 94 COUNTRIES 


Pees 2 ses eee eee eee eS 


A National “De luxe” Adding Machine 
pays for itself with the time-and- 
effort it saves, continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. See a demon- 
stration, today, on your own work. 
Call the nearest National branch 
office or dealer. 








